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Its a cinch 
60 PEOIP 
this meter 


You simoly replace 

4 screwarver | the measuring unit 
1S Wf 

you need! When you install Rockwell-Emco meters 

; you can forget about the repair problem. 

{ We've streamlined that for you. After lengthy 

f service the complete measuring unit in these 

. meters can be removed intact and replaced 

with either a new assembly or a factory 

;, repaired duplicate. The only tool required 

is a screw driver and anyone can make the 

ROCKWELL-EMCO switch in a few minutes time. We offer 

/ customers the choice of returning worn 

NO. OO LP-GAS METER measuring units or complete meters to the 

: factory for low cost repairs. Check our 

with pressure cast aluminum modest repair prices now and learn ail 

alloy case : about the many other advantages of using 


Rockwell-Emco LP-Gas meters on all your 
services. Write for bulletin 1163. 


ROCKWELL MANUFACTURING COMPANY 
Pittsburgh 8, Pa. 
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Gentlemen: 


From time to time in carburetion 
work we see the place where flexible 
high pressure gas lines would work 
very well. 

Are such flexible lines made? I 
don’t believe I have ever seen any 
offered for sale. 

D.S. 
Iowa 


According to Page 42 of NBFU Pamphlet 
58 issued in March 1949, “All piping from 
fuel container to first-stage regulator shall 
be standard copper or brass pipe or approved, 
seamless drawn non-ferrous tubing. Approved 
flexible connections may be used between con- 
tainer and regulator or between regulator and 
gas air mixer within limits of approval by 
any of the authorities listed in B.2 (a).” 
(This is on Page 3.) 

In addition to whatever Pamphlet 58 may 
have, you must also consider any state regu- 
lations that exist in Iowa.—Ed. 


e 
Gentlemen: 


We plan to line a brick chimney 
with an aluminum liner to take care 
of an LP-Gas furnace venting into 
the chimney. Also, venting into the 
same chimney is a coal range. Will 
the heat from a coal and wood fire 
be too high for the aluminum line” 
to withstand? 

J.M. 
Montana 

The aluminum liner would not prove en- 
tirely satisfactory with a wood and coal range 
venting into it also. The melting point of 
aluminum is about 1110°F, which we feel is 
too low to provide adequate safety, especially 
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where the range flue enters the chimney and 


there is a possibility of direct impingement ~ 


of flame.—Ed. 
8 
Gentlemen: 


Would propane at 12 cents per gal- 
lon be economical enough for farm 
heating—bulk storage 500-gal. tank 
to be used? And compare to 60-cent 
natural gas, or $15 coal a ton, 13-cent 
oil a gallon. 

M.B. 
Ohio 


In order to compare the fuel prices, they 
must be placed on a common basis, and an 
allowance must be made for the efficiency 
with which the fuels are burned. 

For this reason, the quantity, 1,000,000 Btu, 
has been selected as the basis for comparison. 
This is the heat, approximately, which is 
stored in 1000 cubic feet of natural gas, 11 
gallons of propane, and 7% gallons of stove 
oil. 

Also, the word ‘“‘coal” covers a broad subject 
—some coals are clean and of high quality; 
others are less desirable as they contain 
quantities of moisture, and ash, which range 
from 5% to 25% of each. 

Therefore, three qualities of coal were 
selected for analysis: high grade, for which a 
heating value of 13,000 Btu per pound was 
used; medium grade, for which a_ heating 
value of 11,000 Btu per pound was used; and 
low grade, for which a heating value of 9000 
Btu per pound was used. (See table I.) 

The selection of these heating values does 





@ BUTANE-PROPANE News welcomes letters 
from our readers, but it must be understood 
that this magazine does not necessarily con- 

cur in opinions expressed by them.—Editor. 
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TABLE I 
Cost Per 
Cost Per Million Btu 

Cost Per One Million Efficiency Usefully 

Fuel Unit Quantity Btu Of Burning Applied 
Natural Gas $ .60 per 1000 cu. ft. -60 15% $ .80 
Propane -12 per gal. 1.31 15% 1.76 
Stove Oil -13 per gal. -96 60% 1.60 
High Grade Coal 15.00 per ton .58 50% 1.16 
Medium Grade Coal 15.00 per ton 68 50% 1.36 
Low Grade Coal 15.00 per ton -84 50% 1.68 

not necessarily coincide with those set up by Gentlemen: 


authorities in the coal industry, but the values 
are merely used for comparative purposes in 
this letter. 


We feel that the efficiency of burning 
which was selected for the various fuels is 
fair. In fact, it may favor oil and coal, and 
be low for natural gas and propane. No con- 
sideration has been made in the comparative 
figures for the additional costs of coal and 
ash handling, nor for the costs of cleaning 
and redecorating required by the use of coal 
and oil for heating purposes.—Ed. 


Gentlemen: 


We would appreciate it very much 
if you could advise us if you have 
information or source of information 
on propane gas, as to what it does, 
where it comes from, and Btu content, 
and various natures of the gas. 

W. G. D. 
Wisconsin 


We are sending you a pamphlet entitled 
“The ABC of LP-Gas,’’ taken from the ‘‘Hand- 
book Butane-Propane Gases’’ which will give 
you this information, except for the Btu 
values for various units of measure. 

These are added below: 

Gross Heat of Combustion Propane Butane 
Bia er powhd 2... ccacces 21,690 21,340 
Btu per cu. ft. at 60°F... 2,521 3,267 
Btu per gal. at 60°F...... 91,300 103,000 
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I would like to know the vaporizing 
capacity of a 30,000-gal. water ca- 
pacity propane tank, aboveground, on 
an industrial job. The tank is 103 in. 
in diameter and 70 ft., 10 in. long. 
The propane will drop as low as 
10,000 gals. I wish to know what the 
tank will vaporize at this level. 

Ten thousand gallons, or one-third 
of capacity, is, I believe, about 40% 
of tank area that will be wet, or 
845 sq. ft. This is as far as I have 
gotten. 

The design temperature in this area 
is 10°F. The regulators on tank are 
set to deliver 25 lbs. 

I would like to know the formula to 
figure this as soon as possible. 

S. Loe 
North Carolina 


You state that the regulators are set to 
deliver vapors at 25-lb. pressure. There must 
be some pressure drop through the regulators 
to induce a proper flow and a regulated pres- 
sure. Assume that 4 minimum of 5 Ibs. drop 
is required through the regulator. (The regu- 
lator manufacturer should be consulted for 
the maximum flows with various inlet and 
outlet pressures.) 

Then the pressure in the storage tank must 
not fall below 30 psi gauge. Table 3, ‘“Ther- 
modynamic Properties of Saturated Propane,” 
p. 26, of the Handbook Butane-Propane Gases, 
indicates the temperature of the liquid pro- 
pane must be about 8.5°F above zero for it 
to produce 30 psi pressure gauge (44.7 psi 
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absolute). A minimum outside temperature 
of +10°F allows only 1.5°F temperature dif- 
ferential to transfer heat to the liquid in the 
tank. 

On p. 47 of the Handbook a discussion of 
the heat transfer in the section headed “Batch 
Vaporization”” uses 2 Btu per square foot of 
tank surface per degree F temperature dif- 
ference per hour as a conservative rate of 
heat transfer. Since you have estimated 845 
sq. ft. of surface is in contact with the liquid 
when 10,000 gals. are in the tank, a heat 
transfer rate to the liquid propane of 845 
sq. ft. X 2 Btu per hr. per sq. ft. per 
°F xX (10°F — 8.5°F) = 2535 Btu_per hour. 

It requires about 168 Btu to convert 1 Jb. 
of liquid propane at 10°F to vapor at 10°F 
and 30 lbs. pressure. Therefore, under the 
conditions outlined above, 2535 — 168 = 15 
lbs. or 3.3 gals. wopld be vaporized by the 
outside heat transferred to the liquid through 
the walls of the tank from the atmosphere. 

The high discharge pressure from the regu- 
lator on the tank demands the high tank 
pressure and temperature. If the allowable 
minimum tank pressure could be reduced to 
15 psi gauge, the corresponding temperature 
of the liquid and vapor in equilibrium is 
about —12.5°F below zero. Then the tem- 
perature difference would be 22.5°F and the 
heat transfer at minimum atmospheric tem- 
perature would be 845 X 2 X 22.5 = 38,000 
Btu. However, at —12.5°F it requires about 
174 Btu to vaporize 1 lb. of propane. There- 
fore, 38,000 + 174 = 218 Ibs. or 48 gals. per 
hour. 

If the temperature of the liquid in the tank 
does drop to a —12.5° and the outside tem- 
perature is 10°F frost will start to form on 
the tank at 80% relative humidity. Higher 
relative humidities and higher outside tem- 
peratures will tend to increase the rate of 
frost formation and reduce the rate of heat 
transfer to the liquid. 

Items which may be considered as aiding 
your problem are: 

1. The rate of vapor withdrawal may be 
intermittent and usage will not be heavy dur- 
ing the minimum temperature period. 

2. Vapor withdrawal may be low during the 
period when the temperature is falling, and 
the temperature of the liquid propane will 
remain higher than the temperature of the 
air. Then when vapor is withdrawn faster 
than heat is transferred to the liquid, some 
of the latent heat in the liquid will be given 
up to produce vapor. 

3. Radiation from the sun will quickly add 
to the temperature and give substantial aid 
if the load does not come on until after sun- 
tise. —Ed, 


DECEMBER — 1950 





Gentlemen: 


How many hundred miles can 
a dealer afford to haul propane 
either by tank car or transport and 
show him a profit on his investment ? 
In other words, at an average, ap- 
proximately what should be the dif- 
ference between cost and selling price 
(gal.) per hundred miles of hauling 
distance? 

J. W. K. 
lowa 


The distance which a dealer can haul gas 
and sell it at a profit can only be determined 
by an analysis of that dealer’s operating costs. 
In thickly populated areas, dealers may be 
located in adjoining towns or areas only 25 
or 30 miles away, while in other sections 
where the population is scattered, the nearest 
dealer may be two or three hundred miles 
away and it will still prove profitable to de- 
liver to customers over 100 miles away. 

All overhead, salaries, and operating costs 
should be added to the cost of the fuel, then 
the margin of profit added to this figure. Due 
consideration must also be given shortages, 
shrinkage, or other items which reduce the 
number of gallons sold below the number 
purchased. A dealer should know or deter- 
mine the cost of operating his delivery truck. 
This will include the driver’s salary, gasoline, 
oil, tires, maintenance, depreciation, etc. It 
can be reduced to a cost-per-mile basis and 
then determine where it is profitable and 
where it is not profitable to deliver fuel.—Ed. 


° 
Gentlemen: 


When some of our tanks are nearly 
empty the customer gets a very dis- 
tinct and disagreeable odor in the 
house. We have checked the lines 
very thoroughly with soap and water 
and there seem to be no leaks. Could 
you offer any suggestions? 

"Ee 
Ohio 


This is undoubtedly due to a concentration 
of the odorant that is placed in the fuel as 
a safety precaution to enable people to detect 
leaks if such occur. 

Sometimes the concentration of these odo- 
rants becomes very objectionable. There is 
no way’ to remedy this that I know of except 
to pick up the tanks and have them purged. 
—Ed. 
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SAFETY! 























All valves and fittings of 


AMERICAN Mobile Safety Tank Ni 
are Recessed for Safety : 


Vital valves and fittings can’t be 
knocked off. Cover plate protects 
against road grime and provides 
accessibility. American Mobile 
Safety Tank gives you maximum 
fuel capacity in minimum space 


for longer more profitable hauls. . 
Quality-built to API-ASME or 

ASME codes. Low initial cost, cle 
economical operation and long 

life. Hundrecs in use. Order now. ra 

ur 

Set by 





“CRAFTSMEN IN STEEL” 


AMERICAN |} PIPE & STEEL CORPORATION 


2201 W. Commonwealth Ave., Alhambra, 
California Cable Address AMPSTEEL 
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We are going to tackle this tank 
car demurrage problem just once 
more. 

In the October issue (p. 121) we 
reported that the ICC had issued an 
order stating that because of a short- 
age of freight cars, demurrage would 
be charged for Saturdays and Sun- 
days the same as weekdays unless 
such days fell within the “free time 
provision.” 

Then in November (p. 32) we pub- 
lished the statement of a reader who 
said he understood “freight cars” did 
not include tank cars. 

Since then, F. M. Taylor, of Texas 
Natural Gasoline Co., warns that the 
order does include tank cars. 

By this time we were considerably 
confused, but quite miraculously 
there appeared in our office the day 
before this issue went to press Mr. 
Interstate Commerce Commission 
himself in the form of Victor E. Han- 
inger, chief of the Section of Explo- 
sives, ICC, Washington, D. C., and 
Clyde Hogsett, California regional 
agent for the ICC. 

It took. just about two seconds to 
clear up the whole matter. 

Tank cars are included. and demur- 
rage will be charged as first specified 
unless the cars are owned or leased 
by the consignor or consignee and 
standing on privately owned sidings 
of the consignor or consignee. 

That’s the last word. Except the 
time limit still stands as Feb. 1 for 
the effective period of the new order. 


Many a dealer has been wondering 
how seriously the current war situa- 
tion is going to affect fuel supply and 


DECEMBER — 1950 


transportation facilities this winter. 

Incidentally, they are wondering 
how cantankerous Old Man Winter is 
going to be. 

We can’t help a bit on forecasting 
weather extremes or severities over 
the next several months but readers 
can certainly glean lots of informa- 
tion on supply conditions by reading 
E. W. Voice’s article farther along in 
this issue entitled “Distribution Will 
Be Bottle Neck If Hard Winter 
Comes in 751.” The fuel supply will 
be adequate. 

e 


And while you’re scanning the edi- 
torial features, take time to read 
about the new method of sizing water 
heaters to household demand by C. E. 
Bartlett. 

It really gives you a basis upon 
which to figure size and requirements, 
and supplants the generalities that 
have been used for past estimates. 

You will want to keep a copy of 
this article where every salesman can 
read it before he estimates a water 
heating installation. 

® 


A quiet investigation of the REA 
and TVA has been in progress in 
Washington, under House of Repre- 
sentatives executive expenditures sub- 
committee. Use of money for lobby- 
ing and propaganda is being watched, 
and some of that propaganda has 
been against legitimate small busi- 
ness men in the LP-Gas business. 

a 

Only 25 more days until Christmas. 

Maké it a merry one! 


By Ed. 
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That's the reason it’s wise to 
depend on Beacon for 


BUTANE - PROPANE 


Yep, | only make my deliveries once a year, but 
Beacon delivers the year ‘round ...and when it 
comes to service, you just can’t beat ‘em. They are 
dependable and efficient . . . try them on your next 











PETROLEUM COMPANY 


P. O. BOX 2618 . . P. O. BOX 2478 53 West Jackson Blvd. 
TULSA, OKLAHOMA HOUSTON, TEXAS CHICAGO 4, ILLINOIS 
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By ED TITUS 


AINE is said to provide an example of how the electric 
crowd may infiltrate a state government. 

We’re told that in executive posts and state legislature, 
there are various former electric company employes who 
still appear to show sympathy for that industry. 

Forecasts are there’ll be a batch of nuisance and re- 
strictive bills, aimed at LP-Gas in the current session of 
the Maine legislature. It’s no small wonder. 

No wonder either that the electric fellows are worried 
about the continued forward march of propane and butane. 
Heating and automotive business will increase its volume 
in the Northeast, and may reduce prices for other uses 
competitive with electricity. 

Legislative tricks can be licked too, and more and more 
so as LP-Gas men learn their potential political power, as 
demonstrated in many states, and learn to work together. 

Better think fast, electric guy! 

i) 


In connection with alleged bias of some newspapers 
against LP-Gas, it’s pointed out they may actually be 
owned by electric interests. Twenty years ago this created 
a major investigation of nationwide proportions. Interests 
controlling both paper and power bought control in chains 
of newspapers, with heavy Wall Street financing. This also 
enabled control of policy. 

The hullabaloo raised by the free and un-kept press led 
to withdrawal of the power interests from newspaper 
enterprises, in theory at least. ‘ 

If you and other LP-Gas men are treated unfairly by 





















newspapers in your community or state—if they will not 
print legitimate news about your fuel—and distort facts 
about accidents, you might look into paper ownership. 

Some day there might be another investigation. 

e 

There are dozens of guesses about how much manufac- 
turers of civilian products will be cut back on their supply 
of steel and other essential materials as a result of the 
defense program. One competent authority, estimates the 
arms program in sight directly and indirectly will take 
15% of the steel industry’s output in a year of capacity 
operations. In addition there .will be some steel needed for 
construction, in expanding the steel industry itself. And 
if there are strikes, we’ll not have capacity production. 

It seems unlikely that when things get squared away 
the materials available to the whole of any important in- 
dustry will be cut more than 25%, unless and until a much 
greater emergency develops. Many may find themselves 
cut 5% or less. 

And because of expanded production of this country, 
there is capacity for both civilian and mobilization needs. 

* 


Scarcities and pinches so far have been caused by hoard- 
ing. There certainly have not been enough definite govern- 
ment defense orders to cause scarcities. 

A man who buys steel or steel products he doesn’t need 
leads others to do the same. Before he knows it he may 
be looking in vain for a certain item that is lying idle in 
a nearby plant. 

Warehouse stocks constantly are replenished, but if 
everyone starts buying beyond his needs the system breaks 
down, and everyone suffers. 

* 

Walter Hoagland, of Fisher Governor Co., the sage of 
Westport, Conn., thinks the time has come to stop wailing 
about competition from the Rural Electrification Admin- 
istration. Regardless of what one may think of the subsidies 
to this agency and the economic thinking behind it, it’s here 
to stay. If a man has a farm and can make a good deal on a 
pump through dealing with REA, he is going to do it. He’s 
also going to get lights for his barn through REA, if that’s 
the best way. 

Only thing to do is go out and sell REA customers on LP- 
Gas for cooking, water heating, refrigeration, agricultural 
uses, and anything else where LP-Gas can do a better job. 
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“COOKGAS TIME’ 


EVERY DAY 





Cook Gas founds its 
advertising faith on the 
old-fashioned newspaper 
in a flood of ads of all 
sizes. Its prospects, how- 
ever, may expect to re- 
ceive any morning a 
Cook Gas special post- 
card or a manufacturer's 
product mailing bearing 
the Cook Gas stamp, 
see the Cook Gas bill- 
boards as they drive 
down the highways, or 
hear a Cook Gas an- 
nouncement over the air 
waves. 

This is a case history 
of a hard-hitting volume 
advertising effort. 
Whereas some dealers 
may doubt the quanti- 
tative philosophy of ad- 
vertising, Cook Gas con- 
tinues to capitalize with 
profit on its own and 
product names. 

Although this type of 
advertising is not appli- 
cable to all territories, 
the Cook Gas day-in 
and day-out advertising 
follow-through is worthy 
of study by every dealer. 
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By GRIER LOWRY 


BOUT 60% of the selling job 
is completed when the pros- 
pect walks in your front door! 
So says E. C. Cook, president of 
Cook Gas, Plumbing & Heating 
Supply Co., St. Joseph, Mo. And 
the job of bringing in the prospect 
is done by an advertising program 
that hammers daily at the “Mid- 
land Empire” (northwest Missouri 
and northeastern Kansas). 

There are hits and misses but 
there is nothing hit-or-miss about 
the over-all program. It is handled 
on a clockwork budget and inser- 
tion schedule geared to sales vol- 
ume and seasonal demand. 

Best results per dollar have come 
from. newspaper advertising. These 
ads are in sizes anywhere from 
1-col. x 3-in. to a full page — but 
they never miss a day! The Cook 
name is nearly always the most 
prominent element in these prod- 
uct ads. Product names are con- 
tinually plugged. Repetition is the 
keystone. Small advertising space 
is used consistently throughout 
the year—the local newspaper con- 
tract covers daily 1-col. x 6-in. ads 
and 2-col. x 10-in. ads on Sundays, 
but sizes vary from smaller 2- and 
3-col. ads and larger ones, 3-col. 
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The smallest element, but not the 

least important, in the Cook Gas 

program, is the I-col. classified dis- 

play ad. They never miss a week-day 
issue. 





x 10-in., to a full page. Best re © 
sults have been obtained with heat- © 
er ads. ; - 
Emphasis placed on timely, sea- 
sonable items helps to keep up 
sales through what are considered — 
selling valleys on most dealers’ © 
schedules. At vacation time cas- 
seroles, toasters, and roasters are 
featured. A cold spell in the fall 
or spring brings out gas heaters. 
Usually, the spotlight in each 
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was heralded in a full-page layout 
in the local daily (cost, $400). 
Advertising played a dominant 
role in the success of the celebra- 
tion. The full-page spread, illus- 
trated with photographs of the 


downtown store and the plant, 
contained a coupon gimmick, ac- 
countable for much of the affa'rs 
success. 

Newspaper readers could either 
mail the coupon, or bring it in 
personally, to participate in draw- 
ings for prizes which included a 
gas range, a 32-piece set of dishes, 
a Presto cooker, and 6- and 8-cup 
percolators. Some 1600 of the cou- 


Cook Gas billboards, treated with 
"Scotch Light" for night-time visibil- 
ity, are situated on busy highways 
into St. Joe. They are 6xI2 feet, 
silver and cream letters on a green 
background. Bottle at left is silver. 
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The busy Cook Gas office in down- 

town St. Joe. Left to right: Sue Mc- 

Pike, stenographer; Charles Enos, Jr., 

2nd vice president; Veronica Mid- 

daugh, secretary-treasurer; and 

Charles Enos, Sr., vice president and 
sales manager. 


pons were received during the 
party’s 3-day run. 

Additional ‘“come-on” was sup- 
plied by door prizes— metal pot 
holders and measuring spoons and 
toy banks for the youngsters. 

“One of our salesmen demon- 
strated the efficiency of a gas 
range by baking biscuits,” said 
Charles Enos, Sr., vice president 
and sales manager of Missouri 
operations. “The fact that a man 
could turn out tempting biscuits 
impressed prospective buyers, and 
crowds eddied elbow - to - elbow 
around this exhibition. The biscuits 
were served, with honey, by wives 
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COOK GAS 


1201 Prederisk Avenve 


While you are taking advantage of the social life 
that club activity offers you this winter give your 
family the protection of a GAS FURNACE and the 
amosphere of @ winter home in Florida. 
* IN FURNACES 
Choose From... 


COZY and PAYNE... The Finest Anywhere 


IN HEATERS 
Cheese From... 
*TEMCO © MARTIN *HOT BOY 
* ARMSTRONG * WARM MORNING 


Highest Quality of Ges Heaters 











PLUMBING & HEATING 
SUPPLY COMPANY 
Ph 2.2591 







These Sunday ads range from 3-col, 
x 9 in. to 2-col. x 12-in. 


of salesmen. We also served. 3§ 
pounds of coffee and four cartons 
of cookies.” 

It is worthwhile, both from 4 
dollar-and-cents and a_ publicity” 
viewpoint, to stage a celebration — 
such as this, Mr. Enos believes. 

“Our volume during the week 
of the festivities,” he said, “was 
five times as great as the corre- 
sponding week of a year ago. One 
salesman sold $2400 worth of mer- 
chandise, and two others racked 
up almost that much. Our store 
was jam-packed; many people 
didn’t buy merchandise, but many 
have since returned and _ bought 
goods. Moreover, names on the 
coupons filled out for the drawing 
made a nice addition to our mail- 
ing list.” 

Direct mail promotions are an 
additional sales booster. Stuffers 
with bottled gas statements are 
routine. Literature furnished by 
manufacturers and stamped with 
the Cook name is routed to all 
boxholders in the Midland Empire 
at regular intervals. Five hundred 
to 1000 boxholders are reached on 
each mailing. 

This type of advertising clicks, 
Mr. Enos knows, because people 
come in to ask about the products 
featured, waving the literature in 
their hands. “And the only cost to 
us,” he beams, “is the postage.” 

In plugging bottled gas, the com- 
pany mentions only the installa- 
tion cost, $9.50, although the total 
outlay includes a $10 deposit, 38 
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The Cook Gas bottling plant, near 
St. Joe. From here trucks fan out 
over a 75-mile radius. 


for a 100-lb. cylinder. of gas, plus 
16 cents, for a total of $27.66. 

The company has set up a bot- 
tled gas delivery system that is a 
model of efficiency. Customers are 
supplied addressed postcards which 
necessitate only the inclusion of 
their names and addresses and the 
date on which they wish a cylinder 
delivered. 

Shortly before the end of each 
month, orders are recorded and 
grouped according to one of the 
16 routes for the succeeding 
month. 

“A well-equipped, well-trained 
installation crew is one of the 
keys to our success,” Mr. Enos 
said. “In briefing personnel, we lay 
stress on the safe handling of gas. 
Courtesy, neatness, and efficient 
workmanship are other qualities 
We encourage in personnel. 

“After each appliance is in- 
stalled, our servicemen explain the 
operation of the mechanism and 
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Cook Gas ads are all sizes. These 
small ads are I-col. x 5 in.. 2-col. x 
4'/> in., and 3-col. x 3!/2 in. 


Headquarters of the Cook Gas, 

Plumbing & Heating Co. has a No. | 

location in St. Joseph's business 
district. 









inform customers that we are glad 
to make callbacks and see that the 
product is working properly.” 

The firm capitalizes to the hilt 
on the opportunity a bottled gas 
installation provides to sell ranges, 
water heaters, room heaters, re- 
frigerators, etc. 

“Our installation staff is tuned 
to do a good job of selling,” Mr. 
Enos said. “Our objective is to sell 
at least one new appliance with 
each bottled gas installation. Our 








































ed 
Sr 








sales to the average new customer 
run from $100 to $350.” 

Cook Gas sends out batches of 
postcards advising that simply by 
visiting the store the card holder 
may receive a measuring spoon, 
an apple peeler, or a potato cutter, 
Postcard mailings are also used 
four times «yearly to emphasize 
the advantages of cooking and 
heating the easier, cleaner, more 
economical ‘“‘Cook-gas Way.” 

Radio advertising consists of 
spot announcements aired just be- 
fore play-by-play accounts of local 
ball games in season. At present, 
these announcements are scheduled 
daily at 5:45 p.m., “Cookgas Time,” 
over KRES, the local radio station. 
The announcements are changed 
weekly. 

Outdoor advertising, the last link 
in the Cook promotional chain, in- 
cludes three highway signs, all 
treated with “Scotch light,” visible 
after dark. 

A 7x21-foot facsimile of an LP- 
Gas cylinder, also Scotch light with 
green letters on a silver background, 
gleams its message — “Home of 
Cook Gas” from the sidewall of 
Cook Gas headquarters. 


Page ad announcing a 3-day anni- 
versary celebration. An arrow points 
to the coupon necessary for the prize 
drawing. Sixteen hundred "News- 
Press" readers clipped this coupon 
and either mailed or brought it to 
the store. 
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Announcer: P-A-U-S-E 
EMPHASIZE 
s RADIO PERSONALIZE 
“ CONTINUITY 1 SELL! 
n, 
mY, 
: Advertiser... COOMG AS --COMPADY.. ....-- aes nennneeeeeeeesneneeeseeenemsnnnnncenneenssnmnnnaninenennan Date. Aug .21,. 1950 
e 
nd I cca Gavsde Sica card Goncaseeecepucentina. 2 atannieins seis bcdcacs Oe 
re __- 
. » Cookgas time§ Time to cook with gas! 
al Your heating problems can be solved quickly, efficiently and 
t, economically by the heating and furnace experts...at the Cookgas 
‘d Company, 1201 Frederick Avenue. The Cookgas Company features famous 
“ old names in heating units...and they will be only too happy to 
d help you with any and all of your problemsj Don't delay....for 
oO it won't be long till winter is here} Remember...if it burns BaBSeee 
: Cookgas has it! The Cookgas Company, 1201 Fredarick Avenue. 
ll 
le 
Thirty-five appliances are on the A copy of a radio script used on 
- showroom floor, including 10 or 15 "“Cookgas Time," a daily spot an- 
h models of gas ranges, six or eight nouncement broadcast. 
l, room heaters, and eight or 10 water 
f heaters, in at least three sizes. gas in 1932. And consistent adver- 
f Located on a leading traffic ar- tising gets a big share of the credit. 
tery, the firm features seasonal ap- At the outset there were less than 
pliances by positioning them at the 75 customers on the liquid gas cus- 
front of the showroom with bright tomer rolls; now the firm supplies 
spotlights overhead. gas on a wholesale basis to 56 deal- 
In store displays, publicity, and ers in northwest Missouri towns 
personal encounters with customers, ranging in size from 200 to 6000, 
Mr, Cook and his good right arm, and has 1500 retail customers, in- 
Charlie Enos, point up the manu- cluding farm homes, country clubs, 
facturer’s name. They believe that restaurants, hdtels, hatcheries, and 
recognition of product names print shops. Some 500 customers 
creates confidence for the consumer have bulk tanks ranging in size 
and breaks down sales resistance. from 100 to 1000 gallons. The com- 
Cook’s has made a lot of head- pany covers a territory within a 











way since it sold its first bottled 
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75-mile radius of St. Joseph. 
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WHY POLAND SPRING HOUSE 


CHOOSES GAS 


NE of the nation’s best known 

resort hotels — the famed Po- 
land Spring House at Poland 
Spring, Maine, recently completed 
its sixth year of cooking with bot- 
tled gas. 

“There’s no fuel to compare with 
it,” says Chef Frank Mariello. And 
Manager Thomas Conner agrees 
with him, 

What is there about bottled gas 
that appeals to these hard-headed 
























By STEPHEN A. VICTOR 


\ 


hotelmen? To find the answers, 
Mariello and Conner were _ inter- 
viewed separately. Their replies 
provide a guide for dealers anxious 
to sell commercial installations. 

From the chef’s point of view, 
according to Mr. Mariello, the most 
important factor in favor of gas 
is kitchen heat control. Gas-fired 
ranges don’t have to be kept burn- 
ing 24 hours a day, and the kitch- 
ens consequently get a chance to 
cool off during the night. It makes 
the chef’s life easier, more pleas- 
ant. 

Temperature control is another 
major factor. Mr. Mariello ex- 
plained that the secret of good 
cooking is proper oven and range 
temperatures. Let them vary from 
what they’re supposed to be, and 
the quality of the cooking falls 
off. And thermostatically controlled 


“It saves 20 per cent . . . it’s 
‘cleaner . . . it boosts kitchen 
efficiency . . . keeps chefs 
happy, and good chefs are 
hard to get and keep.” 
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gas heat beats any of the fuels he 








«.. . nd: fuel to compdre 
with it . . . a cooler kitchen 
_.. temperature control... 
minimum stove maintenance 
... Steady fuel supply ...” 


has worked with in the past. 

Gas-fired kitchens also require 
smaller staffs, the Poland Spring 
House chef pointed out. Because 
fires don’t have to be kept going all 
night, nor take a long time to come 
up to heat, the cooking staff is cut. 
When Poland Spring used coal, a 
man had to come on duty at 2:30 
am. to get the coal fire started on 
its long, slow climb to cooking tem- 
perature. 


Maintenance costs are lower, too. - 


Mr. Mariello recalled a southern 
hotel he worked in last winter 
which used oil-fired ranges. There, 
in a short four-month season, the 
metal tops were burned off the 
ranges twice because of the diffi- 
culty encountered in controlling the 
excessive heat of the oil fires. 
That’s something, he said, which 
never happened to him while he 
was working in a gas kitchen. 

Gas is also favored because of 
the constant supply of fuel which 
requires little watching. And this 
chef emphasized he doesn’t have 
to worry about the purity of his 
gas fuel supply. But with oil, for 
instance, a bit of water mixed in 
with the supply will result in fires 
burning faultily, if at all. 

“Give a chef his choice of cook- 
ing fuels,” said Mr. Mariello, “and 
he'll choose gas every time.” 
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Now, let’s take a look at the rea- 
sons which made bottled gas so at- 
tractive to Mr. Conner, the mana- 
ger. His prime responsibility of 
course, is the economical, efficient 
operation of the hotel. And the 
kitchen is an all-important phase 
of that operation. 

“Primarily,” said Conner, “we 
had two thoughts in mind when we 
installed our gas equipment in the 
spring of 1945—economy and clean- 
liness.” 

Poland Spring currently uses ap- 
proximately 5000 pounds of pro- 
pane a month for cooking during 
a five-month season, running from 
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mid-May to mid-October. It pays 
6.25 cents a pound for its gas— 
averaging $312.50 a month for 
ccoking. 

“That figure represents a saving 
of approximately 20% over compar- 
able cooking costs we bore when we 
used coal in the kitchen,” explained 
Mr. Conner. 

He readily admitted that on a 
strict cost comparison between the 
two fuels, coal was cheaper. But he 
pointed out that savings made pos- 
sible in other ways made gas ac- 
tually far cheaper than coal. 

For one thing, painting costs 
were cut 300%. During the coal 
range era, the Poland Spring House 
kitchen was frequently painted 
twice and sometimes three times in 
one year. Since the gas kitchen was 
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Kitchen arrangement at “Poland Spring House.” 








installed, painting is necessary 
about once every two years. 
“And you must also consider that 
we don’t have to use our own trucks 
or employes to transport and han- 
dle coal. Nor do we need as big a 
kitchen cooking staff,” said Conner. 
Cleanliness really was a big kitch- 
en problem when coal was used at 
the Poland Spring House. Coal dust 
was stirred up several times a day 
—whenever the coal was added, or 
ashes hauled. The dust settled on 
everything from the rafters on 
down. Extra maintenance help was 
needed to keep the kitchen clean. 
Poland Spring’s main kitchen is 
equipped with eight hotel-type Gar- 
land ranges, two fryers and two 
broilers. A small grill room, open 
all day and evening, is fitted with 
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aGarland gas grill. Eleven cottages 
gattered about the grounds, occu- 
pied by department heads and their 
families, also use gas for cooking, 
and hot water heating as well. An 
employes’ restaurant also has two 
Garland ranges, and a _ gas-fired 
baking unit. 

Total gas consumption during the 
1950 season — for cooking at the 
hotel only — amounted to 25,000 
pounds. Another 5,000 pounds was 
used by the eleven cottages, while 
another 5,000 pounds will be used 
in the cottages which remain oc- 
cupied all year. Total consumption 
for all purposes during the year 
will run about 35,000 pounds. 


Has 24-Cylinder Hookup 


Serving the Poland Spring House 
is DeBlois & Lauziere of Lewis- 
ton, Me., a Utility Gas dealer. It 
maintains a 24-cylinder hookup 
outside the main kitchen—12 cyl- 
inders to a side—while regular 
twin cylinder type domestic instal- 
lations are found around the cot- 
tages. Kitchen and grill room equip- 
ment is fed from a two-inch serv- 
ice line running from the main in- 
stallation, This installation has au- 
tomatic regulating equipment. 

During the social season — July 
and August —the Poland Spring 
House serves an average of 1,200 
guest meals daily. Add to this ap- 
proximately 1,000 employe meals 
daily, and you will get a fair pic- 
ture of the gas cooking load at the 
hotel. During the remainder of the 
season, guest meals served go to 
about 1,500 daily because so many 
conventions use the hotel facilities, 
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A little simple arithmetic shows 
that the hotel served about 350,000 
meals during its 1950 season. The 
total fuel cost was $1,562.50 (for 
cooking only). The actual per meal 
fuel cost ran about .0045 cents— 
hardly what you’d call expensive. 

These are some of the major rea- 
sons why Poland Spring House— 
one of the nation’s top resort ho- 
tels—has been cooking on bottled 
gas for six years, and intends to 
continue doing so. 

They also make good selling 
points when you run up against a 
commercial prospect because they 
are not the ideas of gas men, but 
of hotelmen. Why not use them? 


Rheem Announces Plans to 
Produce Gas Refrigerator 


Rheem Manufacturing Co. is pre- 
paring to produce and market a new 
gas-absorption type of household re- 
frigerator, according to a Nov. 13 
announcement by President R. S. 
Rheem. 

The refrigerator, developed by 
Clayton and Lambert Manufacturing 
Co., Louisville, Ky., will be made by 
Rheem under an exclusive agreement 
just concluded between the two com- 
panies. 

In the process of development and 
testing for more than five years, the 
new refrigerator will be available 
in popular capacities. It will be sold 
under the Rheem name. _ Intensive 
field and laboratory tests have 
shown unusually high operating per- 
formance and efficiency. Further test- 
ing and design study will be carried 
out prior to manufacture of the unit 
in commercial volume, 











Dealer's Customer “Dead File’ 


Is Source of Pre-Christmas Sales 


HERE may be extra dollars in 

Christmas gift sales in your “dead” 
files of paid-up customers. This year, 
the Lakewood Appliance Co., Lake- 
wood, Colo., not only discovered the 
hidden gold in these records but re- 
activated a number of deadwood cus- 
tomers. 

In going over old records early this 
year, Harry Aldrich, head of the firm, 
was surprised to find that the number 
of paid-up account sheets still on file 
amounted to more than 400. Those on 
the list of 400 names were contacted 
by telephone to determine if these old 
customers were still on hand. Almost 
all proved to be at the same address. 
Mr. Aldrich felt the list should prove 
a rich source of Christmas gift sales. 


400 Live Prospects 


The 400 names, representing cus- 
tomers already using LP-Gas appli- 
ances sold by the firm, were divided 
among the seven employes of the 
firm. Beginning Nov. 1, every em- 
ploye was required to call five names 
per day, extending Christmas greet- 
ings, and inviting the customer to use 
his old charge account to buy a long 
list of suggested Christmas gifts in 
the store. Included were many small 
appliances, houseware items carried 
by the store, etc. 

Mr. Aldrich has been surprised by 
the pleasant reception given these 
telephone salespeople. “Nearly every 
housewife was cordial, and seemed 
pleased over our apparent thought- 
fulness,” he said. “By getting an 
early start, we are managing to sell 
most of them before they have set up 
their gift lists, even including new 
appliances for the home. The impor- 
tant thing is we are following up a 
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By GENE CREIGHTON 


market in which we already have an 
entry, and offering the customer a 
chance to use his charge account with 
no bill to pay until after Christmas, 
When we have pointed out that there 
might be a shortage next year of the 
appliances offered as Christmas sug- 
gestions, some of the old customers 
reacted by asking us to send the gifts 
out.” 

By the end of the pre-Christmas 
season, Lakewood Appliance Co. ex- 
pects to clean up its entire gift in- 
ventory, and, more important, estab- 
lish charge account relations which 
were merely “deadwood” in the file 
before. Mr. Aldrich is so impressed 
with the result that he decided on the 
policy of keeping a complete ledger 
sheet of every customer’s purchase, 
including all details and whether cash 
or charge, for similar use during sub- 
sequent Christmas seasons. 


Synthetic Rubber Plant 
Again Becomes Active 


The first of the nation’s all-purpose 
synthetic rubber plants to be reacti- 
vated under the government’s expand- 
ed rubber production program started 
production on Oct. 12, 20 days ahead 
of schedule, at Port Neches, Tex. 

The huge plant, designed with a 
production capacity of 60,000 long 
tons a year, has been thoroughly mod- 
ernized by engineers of United States 
Rubber Co. so that it will produce 
more than 72,000 long tons a year 
when operating at peak load. 
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erlormance Rating 


OF AUTOMATIC WATER HEATERS 
RR 


By C. E. BARTLETT 


Ruud Manufacturing Co., 
Pittsburgh, Pennsylvania 


T might be a good idea for those 
who sell gas water heaters and 
are bedeviled by the false claims 
of competition to learn and tell the 
truth, and the whole truth, about 
water heaters. 

“Gas has got it”! How much 
“It” gas has got is not always 
appreciated even by gas men. Gas 
has so much “It” in water heating 
that competition properly could 
claim for itself only the exceptional 
situation. The burden of proof is 
on the competition. But the buying 
public is seldom an unprejudiced 
judge. It falls for glamor and com- 
mercial cheese-cake like -a male 
jury falls for an attractive plain- 
tiff. It thinks gas is an old and 
reliable public servant, a bit on the 
smelly side, and, on the whole, not 
so good as something new. Silly, 
of course, but people are funny. 
They know so many things that 
are not so. 
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What is hot water? If it were 
canned and sold over the counter 
like canned milk or canned soup, 
what would constitute the useful 
contents of the can? 

Certainly not the water in it— 
no! No more than the water in the 
milk or the soup. What the can 
would really hold and what the 
purchaser would really buy would 
be the HEAT of the water which 
is in the can. Who, then, would 
ask for a pint can or quart can of 
hot water without knowing how 
much heat was in the can? 

Therefore, a tank of hot water 
has a usefulness for housekeeping 
jobs in proportion to its tempera- 
ture, no more, no less, and that 
usefulness cannot be expressed by 
the gallon content of the tank. A 
30-gallon tank of hot water means 
only that it contains 6930 cubic 
inches of water at some tempera- 
ture. How much utility is in that 
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water no one knows until the tem- 
perature is known. 

For example, if a washing ma- 
chine tub of 15 gallons capacity is 
to be filled with water at 140° and 
the water in the water heater tank 
is at 140°, 15 gallons would be 
drawn from the tank—no cold wa- 
ter used at all. 

Should the water in the tank be 
at 160° and the cold water be at 
40°, the hot water required to 
bring the 15 gallons to 140° would 
be 83%, or 12% gallons of 160° 
water and 2% gallons of 40° wa- 
ter. But if the cold water were 60° 
and the hot water 160°, then only 
80%, or 12 gallons, of hot and 3 
gallons of cold would be needed. 

Looking at these figures again, 
it will be plain that 20% more hot 
water at 140° would be needed 
than at 160°. If, therefore, the 
only job for hot water in that 
house at that time was to fill the 
washing machine, a 1214-gallon 
tank at 160° would do quite as 
well as a 15-gallon tank at 140°. 


Bath Needs Analyzed 


And, if for instance, you wanted 
bath water at 105° and had tap 
water at 160°, then the mixture 
of 13% gallons of 160° and 11% 
gallons of 40° water would give 
25 gallons at 105°. But, if tap 
water was 140°, then 16% gallons 
of hot and 814 of cold would be 
needed. 

If the public can learn what to 
expect from canned milk, frozen 
fruit juices, canned soups, etc., 
why should we insult its intelli- 


44 





gence by offering it a water heater 
with an open end specification in 
gallons or cubic inches without 
reference to the heat content? 

Why such a fuss over tank size 
selling? Are not millions of water 
heaters in use which have been 
sold on tank size ratings? Yes, of 
course. And are not those most 
genuinely conterned over the wel- 
fare of the gas business shooting 
all the fireworks possible to get the 
selling side of. the industry, utili- 
ties, plumbers, dealers and _ build- 
ers, to sell larger water heaters? 
Is not this cry for bigness an ad- 
mission of inadequacy in _ past 
sizing of water heaters? 


A Standard is Needed 


Would it not make sense first to 
decide what is a gallon of hot 
water? What temperature should 
be the unit, so that a 30-gallon 
water heater may be known as 30 
work-gallons or service-gallons, 
from which point accurate esti- 
mates of service can be made? 

Since all hot water stored is hot- 
ter than the human hide can work 
with or even endure in long con- 
tact, it follows that all hot water 
from an adequate water heater 
must be mixed with cold water ex- 
cept when used with mechanical or 
automatic washers. 

At the present rate of selling 
automatic and non-automatic wash- 
ing machines—1,000,000 in the first 
quarter of 1950—and with the 
many new homes built with wash- 
ers as original equipment, is it not 
reasonable to assume the tempera- 
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Storage Rating— Thermostat setting measured 
as a percentage of 160° (standard hot water 
gallon unit) x tank size. 


Recovery Rating— Btu input per hr. x .83 (Btu 
required to raise one gal. 100°). 


Performance Rating— Storage Rating-+-Recovery 


Rating. 











ture which is required for a wash- 
eras the minimum necessary tem- 
perature for the home? 

This temperature is 160°. This 
temperature of 160° is requested 
by makers of washers; it is recom- 
mended by domestic science labs of 
reputable institutions of collegiate 
grade; it is used in commercial 
laundries, recommended by Con- 
sumers’ Union and makers of some 
of the best known soaps and deter- 
gents. 

The whole group of those who 
have seriously investigated this 
subject testify to the truth of the 
slogan—“The Hotter the Water 
the Whiter the Wash.” 

There are some dissenting voices 
at setting 160° as the standard of 
Measurement for a hot water gal- 
lon, The opposition generally bases 
its fear on excessive radiation loss 
with consequent high gas bills, ac- 
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celerated corrosion of galvanized 
steel tanks, or on excessive wear 
and tear on piping, brass work and 
washers on hot water lines. 

These objections are easily an- 
swered. If 160° water is not always 
in demand the thermostat can be 
adjusted to 125° or 135° or any 
degree desired, and turned up to 
160° when needed. If a steel tank 
coated with zine or other linings 
or coatings cannot take 160° water, 
there are various treatments for 
the tank to help resistance to rust, 
and also there are tanks made of 
metals which are unaffected by 
most waters at any temperature. 
And, as to wear and tear on the 
system and faucets, Consumers’ 
Union offers the very logical sug- 
gestion of an inexpensive mixing 
or tempering valve for the hot 
water lines, except those leading 
to the laundry or sinks where high- 
er temperature water may be used. 
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Certain it is that if higher tem- 
perature water is needed for mod- 
ern appliances, it will be forthcom- 
ing. No fatherly forbidding of 160° 
by any agency will stop it. 

A water heater, then, is satis- 
factory if it can supply sufficient 
hot water at right temperatures 
for the peak demands. If it can 
take care of the peaks it can easily 
handle the valleys. It would seem 
reasonable to suppose that a peak 
demand in domestic use would not 
last longer than one hour. The 
water heater may have a tank big 
enough to handle the entire peak 
or it may have a smaller tank with 
a faster recuperation. 

So, if a 30-gallon water heater 
signifies 30 gallons at 160°, then a 
30-gallon tank at 140° is equal only 
to 24 gallons at 160°, and 30 gal- 
lons at 180° is equal to 36 gallons 
at 160°. (Fig. 1.) 

This, of course, is old stuff, but 
clearly rating each water heater is 
not old. It has. always been pos- 
sible, true, but seldom used. If it 
were used the “It” of gas would 
stand out plain to everyone. 














Tank Size 30 gal. Tank Size 25 gal 
Maximum 
Thermostat Setting 180° 


STORAGE-RATING 30 gi 


Maximum 
Thermostat Setting 160° 
STORAGE-RATING ss a 


Assume that a. 30-gallon water 
heater contains 30 gallons of water 
at 160° ready for the one hour peak 
demand. It might be given, there- 
fore, a Storage Rating of 30 gal- 
lons. If it were a 25 gallon heater 
at 180° it would also have Storage 
Rating of 30 gallons. (Fig. 2.) 

For example: to determine the 
Storage Rating of a water heater 
with a maximum thermostat setting 
of 140°, multiply its tank size by 
80%; for a setting of 180° multi- 
ply by 120%.* 

Now to this 30-gallon Storage 
Rating should be added the Re 
covery Rating. This Recovery 
Rating is in plain sight, always has 


FIG. 1 











Tank Size 30 gal. 
Thermostat Setting 160° 
STORAGE-RATING 30 gal. 








Tank Size 30 gal. 
‘Thermostat Setting 140° 
STORAGE-RATING 24 gal. 





Tank Size 30 gal. 
Thermostat Setting 180° 
STORAGE-RATING 36 gal. 
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Recovery Time 1 hour 
Input (B.T.U.) 25,000 
Temperature Rise 100° 

RECOVERY RATING 21 gal. ‘ 


been, but it needs translation. On 
a gas water heater it is indicated 
by the Btu input per hour. In an 
electric water heater it is shown by 
the KWH or Watts. 

Heretofore, recovery has been ex- 
pressed as gallons heated per hour 
through a 60° rise. Most informed 
people think this is not realistic. 
Next year AGA ratings will be on 
the basis of 100° rise. This means 
that using 60° as the average ini- 
tial temperature, 160° is the final 
or stored temperature, as suggested 
above, and the proper unit for 
Service-Gallon Storage Measure- 
ment. 

To find this Recovery Rating, 
simply multiply the Btu input in 
thousands on gas water heaters by 
83.** The answer is the gallons 
per hour heated 100° or to 160° 
from the average of 60° through 
the year. (Fig. 3.) 

A 30-gallon gas water heater 
with 10,000 Btu input would have 
a Storage Rating of 30 plus (10 
x 83), a Recovery Rating of 8.3 
gallons per hour of 160° water—a 
Performance Rating of 30 plus 8.3, 
or 38.3. This is about the slowest 
water heater listed in the AGA 
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Recovery Time 1 hour 
Input (B.7.U.) 35,000 
Temperature Rise 100° 

RECOVERY RATING 29 gal. 


Approved List. A more usual 30- 
galion gas water heater with a 
25,000 Btu input would have a 
Performance Rating of 51, a 30 
Storage Rating plus a 21 Recov- 
ery Rating. 

A fast 30-gallon gas water heater 
of 35,700 Btu input would have a 
Performance Rating of 60, a Stor- 
age Rating of 30 plus Recovery 
Rating of 30. (Fig. 4.) 

Here are three 30-gallon water 
heaters. With the usual selling pat- 
ter all three would rate equal— 
just 30-gallon heaters! Yet from a 
work or service standpoint, alone, 
there is a difference of 21.3 gal- 
lons as between 38.3 and 60. The 
latter is 56% more efficient! 


* It must be remembered that incoming 
cold water temperature is a factor in the 
thermostat setting. In determining Stor- 
age-Ratings, this factor, or average (here 
considered to be 60°), must be subtracted 
throughout. So a 140° setting becomes: 80° 
and the 160° hot water gallon unit of 
measurement becomes 100°—or for a direct 
percentage comparison, 80% and 100%. 
The percentages when multiplied by a 
given tank size result in the Storage- 
Rating. 


** This figure is a mathematical equiva- 
lent derived from the AGA specification 
that it requires a maximum input of 1190 
Btu to raise one gallon of water 100°. 
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Tank Size 30 gal 
Maximum Thermestat Setting 160° 
Input (B.T.U.) 25,000 


STORAGE-RATING 30 gal. 
RECOVERY-RATING 21 gal. 
PERFORMANCE-RATING 51 gal 


Electric water heaters also have 
their performance ratings. Giving 
them the breaks of 100% which is 
10% too high, figure 4 gallons at 
100° rise for each KWH. A 30- 
gallon electric with a Storage Rat- 
ing of 30 and an input of 1600 
Watts, or 1.6 KWH x 4 equals a 
Recovery Rating of 6.4 gallons per 
hour. The addition of 30 gallons 
storage results in a Performance 
Rating of 36.4. This is less than 
that of the slowest 30-zalion gas 
water heater rated 38.3, and slower 
by 15 gallons, or 29%, than an 
ordinary 25,000 Btu gas. water 
heater, and by 24 gallons, or 40%, 
of a relatively fast gas water heat- 
er. 
Has Gas Got It? Put it another 
way. To equal a 30-gallon gas water 
heater with a Performance Rating 
of 60 would call for an electric 
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Tank Size 30 gal. 
Maximum Thermostat Setting 160° 
Input (B.T.U.) 35,700 
STORAGE-RATING 30 gal. 
RECOVERY-RATING 30 gal. 
PERFORMANCE-RATING 60 gal 


water heater of at least 50 gallons 
and an input of 2.6 KWH. And, 
after the first hour, should demand 
continue, the little 30-zallon gas 
water heater would continue to 
serve up 30 gallons of hot water 
100° rise, while the electric would 
be perking only 10 gallons into its 
50-gallon tank. 

Moving up to larger demands, a 
home with four bedrooms, two 
baths, kitchen and a laundry with 
an automatic washer, might well 
be served with a gas water heater 
with a Performance Rating of 85, 
A gas water heater with a 45-gal- 
lon’ Storage Rating and a 56,000 
Btu input giving a Recovery Rat- 
ing of 42 would swing it comfort- 
ably. An electric heater of this 
rating would require an 80-gallon 
tank and an input of 1.5 KWH, or 
a 66-gallon tank with 4 KWH input 
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would neatly do it. But, again, the 
recuperation after the peak would 
be for gas 42 gallons per hour, for 
eeetric 6 or 16 gallons depending 
upon whether the input was 1.5 
KWH or 4 KWH. 

In any comparison of gas water 
heaters with competition it is well 
to consider how much time elapses 
between the peak hours. A gas 
water heater with Storage and Re- 
covery Ratings substantially equal 
could handle a peak hour every 
other hour. The “bucket-a-day” 
coal stove every five to twelve 
hours, depending upon its firing 
rate. The usual oil “summer-winter 
hookup,” every three hours; and 
the electric, with usual element 
equipment, every five hours. All 
these estimates are made with the 
provision that no hot water is 


PERFORMANCE - RATING: 


Number of Bedrooms 





drawn during the recuperative per- 
iod. And, in figuring the electric 
water heaters’ recuperation, the in- 
put recommended is frequently 
higher than permissible under a 
special water heater rate, “off- 
peak” or even unrestricted as to 
time. 

But, as “Time Marches On” the 
gas water heater increases its lead. 
The trend today is definitely to- 
ward non-ferrous, rust-proof tanks 
in water heaters. The washing ma- 
chines, both dish- and clothes-, are 
demanding higher water tempera- 
tures. The estimate for 1950 is 
over 3,000,000 new “home laun- 
dries”; over 1,000,000 were sold in 
the first three months, of which 
35% were automatics. This, says 
the “Wall Street Journal,” con- 
trasts with the 300,000 sold by 
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Recovery-Rating of automatic water heaters. 
Electric—INPUT—Gas Recovery-Rating 
(Watts) (B.T.U.) (Gal., 100° Rise) 
1,000 4 
1,500 6 
2,000 8 
2,500 10 
3,000 ad 
3,500 14 
4,000 16 
20,000 17 

4,500 18 
5,000 20 

slectic cant tadine ae te 25,000 2! 

isevic rumetee, [90,000 25 

vente, Secon 2, Si | 35,000 29 

epost ~~ ed elements poe 40,000 34 

Upper lament ge de 45,000 38 

po Rie Pig ag hg 42 

mate level of the element. 

Further, in a typical toa 55,000 46 

peak" type of i 

time clock prevents use "of 60,000 50 

the lower element during u 

a 7 thus further ol 65,000 55 

covéry-Rating. 70 ,000 59 

Note: Input data usually appears in plate on jacket. 








Bendix, alone, from 1937 to 1941 
and the 600,000 sold in 1947. To- 
day there are, according to the 
same source, 27 other makers who 
will have ‘a share of 1950 sales. 
For dish-washing machines the 
estimate for 1950 is 250,000 and 
the industry is just beginning. One 
enthusiastic maker claims for it a 
market second only to television. 
These machines cannot work 
with low temperature water. They 
want HOT WATER. And HOT 
WATER does not mean “protec- 
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ed” tanks, it means tanks which do 
not need protection. And tanks like 
that mean water heaters of real 
quality and prices in accordance 
with it. Gas water heaters with 
their high performance ratings 
and fast recuperation will have, in 
the market of the future, even more 
than now, not only a higher com- 
fort and service potential but also 
a definitely better selling position 
than any possible competition. 

Gas has not only got“/t’’—it’s 
got “Them.” 
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N the past few weeks I have 
studied all available figures on 
supply and demand and talked with 
a number of people in the industry 
whom I consider well versed on the 
over-all picture. I have come up 
with one conclusion and that is 
there will be plenty of product but 
the big problem will be distribu- 
tion. 

In trying to guess what will hap- 
pen this winter we must consider 
a number of things. I think all of 
us feel that we are in a better 
position to handle a peak winter 
load than we have ever been in 
the past but we must remember 
we have all grown considerably 
since we were last faced with a 
severe winter. You dealers have 
taken on lots of new business, and 
we suppliers have taken on new 
business. Of course, we don’t know 
that we will have a severe winter 
this year but we do know we are 
due for one. 

I suppose most of you remember 
the winter of 1947 and 1948. It 
was a rough one. At that time most 
bulk dealers embarked upon a much 
discussed big tank program. In 
some areas this program was quite 
successful and is still under way. 
In other areas the big tank pro- 
gram was short lived. Competition 
has been keen and we will all admit 
it is rather difficult to sell a big 


DECEMBER — 1950 


Distribution Will Be Bottle Neck 
lf Hard Winter Comes in 51 


By E. W. VOICE* 


Liquefied Petroleum Gas Division, 
Warren Petroleum Corp., Tulsa, Okla. 


tank when your competitor sells a 
small one and swears he can keep 
it full. I think Kansas is in pretty 
good shape as far as big tanks go 
but I mention this because it will 
have a decided effect on the supply 
situation in some areas and will 
also affect the over-all picture. 
Many of you dealers have _ in- 
creased your own storage facilities 
and many have not but I think 
that all in all you dealers are in 
better shape storagewise than you 
were in the winter of 1947 and 
1948. 

The Bureau of Mines Report on 
LP-Gas shows that a total of 2,- 
836,599,000 gallons of LP-Gas were 
sold in 1949. This total is broken 
down as follows: 


Domestic Use 

Chemical Use 

6.3 Synthetic Rubber 

me Industrial Use 

8.4 Gas Manufacturing 

27 Internal Combustion 
Engines 

0.3 Other Uses 











This year we can expect sub- 
stantial increases in domestic use 
and use in internal combustion en- 
gines. The chemical industry and 
synthetic rubber have shown 
marked increases in their consump- 
tion and a large amount of LP- 
Gas is being used by refineries in 
the manufacture of high-octane 
gasoline for our armed forces. In- 
dustrial and gas manufacturing 
use will probably continue to de- 
cline percentagewise as they did 
in 1949. This of course is being 
brought about by the spreading of 
natural gas lines. 


15% Increase This Year? 


Based on the Liquefied Petro- 
leum Gas Committee of the Na- 
tional Petroleum Council’s estimate 
and available figures so far this 
year, it looks as if the sales for 
this year will increase some 15%. 
This will increase the over-all gal- 
lons sold to approximately 31, bil- 
lion, which is roughly 10 times the 
volume sold just 10 years ago in 
1940. 

With the prospect of selling some 
3% billion gallons this year, let’s 
take a look at the estimated pro- 
duction. From all available figures 
it appears that our LP-Gas pro- 
duction will run in the neighbor- 
hood of 3.5 billion gallons during 
1950. This 3.5 billion gallons com- 
pared to our estimated sales of 
3% billion gallons makes our sup- 
ply picture look good. 

B. R. Carney, manager of the 
Gas Division of our company, has 
recently completed a rather exten- 
sive study of the nation’s reserves 
and potential supply of natural 
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gas liquids as compared with the 
potential supply of crude oil and 
natural gas. He shows that the 







total gas produced this year theo- and € 
retically contains some 12 billion J subst 
gallons of LP-Gas, a little over 3 leum 






times our estimated production. Of 










course, economically it would be Mo 
impossible to recover all of this 
product but.,I think most process An 
engineers would agree that they when 
could economically recover 70% of ply 
the propane and 90% of the bu- annu 
tanes in this gas, which would unife 
amount to an additional 5.5 billion plant 
gallons. From these figures you — same 
can readily see our nation will cer- whet 
tainly have an ample supply for — peak 
years and years to come. :; 
e 0 
Huge Reserves Exist dete! 
In mentioning the years to come, 
I would like to quote some other age 
figures from Mr. Carney’s report. all k 
The known reserves as of Jan. 1, one 
1950, based on current production hefo 
rates, would give us approximately put | 
13 years supply of crude oil, 19 grou 
years supply of natural gas liquids Saamn 


and 29 years supply of natural gas. 
Of course, the term “years supply” If 
is somewhat a misnomer as the 
present 24 billion barrels of crude 
could not possibly be produced at the 
a rate of nearly 2 billion barrels 


per year for any protracted period. y 
Consequently, America would begin ian 
to run short of crude oil within a Sin 
year if no new fields were dis- i, 


covered. However, new fields are 4 
still being discovered so I don't 
think we have anything to worry 
about there. We should be con- 
cerned though with a better utili- are 
zation of our petroleum products. 
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As Mr. Carney mentioned, our 
natural gas liquids and natural gas 
will last a lot longer than our crude 
and every effort should be made to 
substitute LP-Gas for other petro- 
lum products wherever possible. 


More Gallons Stored Than Before 


Another thing we must consider 
when estimating the potential, sup- 
ply for this winter is that the 
annual supply figures are based on 
uniform daily production. The 
plants actually produce about the 
same amount daily regardless of 
whether it is in July or during the 
peak demand winter months. The 
over-all storage capacity will still 
be one of the biggest factors in 
determining the amount of product 
available. As far as I can learn, 
there are no figures on total stor- 
age capacity in the U. S. but we 
all know that this year there are 
more gallons in storage than ever 
before. Some of the suppliers have 
put millions of gallons into under- 
ground storage and others have 
increased their aboveground stor- 
age substantially. 

If we take the total potential 
production for this winter, which 
is greater than ever before, plus 
the total number of gallons in 
storage, we end up with a potential 
in figures that resembles our na- 
tional debt. However, as I men- 
tioned before, the big problem will 
be distribution. 

In certain areas such as west 
Texas, New Mexico and western 
Kansas, there should be plenty of 
product, especially for those who 
are able to send their trucks to the 
Plants for loading. In other areas, 
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though, even those who load their 
trucks at the plants may run into 
occasional shortages, depending, of 
course, upon the weather. 

Those dealers who are depending 
entirely upon railroad tank cars for 
receiving their product may not be 
able to enjoy this huge potential 
of product this winter. In the first 
place the Government-owned tank 
car fleet has been pulled away from 
domestic LP-Gas transportation to 
transport products required for 
aviation gasoline and _ synthetic 
rubber. As near as I can find out, 
our industry has increased its num- 
ber of tank cars around 7% this 
year and this won’t go very far 
toward moving the additional 15% 
of the industry’s increase in vol- 
ume. 


Tank Cars In Short Supply 


You may ask why haven’t the 
suppliers expanded their tank car 
fleets along with the increased de- 
mand. The answer to that is very 
simple. The suppliers simply could 
not afford to invest in new cars 
when they were getting such a low 
return for their product. Also, the 
steel shortage has held up delivery 
on cars that were ordered for de- 
livery this fall. No one is to blame 
for this car shortage but I do think 
all of you should be aware of it 
and make your plans accordingly. 
With another mild winter it is 
quite possible everyone will get 
along nicely but with a _ severe 
winter, there no doubt will be a 
transportation problem. 


s Delivered at the Oct. 30 meeting of the 
Kansas LP-Gas Assn. 
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Scenes From Industry Service Schools 





Dick Harris, of Suburban Propane, 
at Berkeley. 





Lloyd Ginn, Western Stove Co., 
at the Berkeley school. 


Participants at the Central States 
school at Purdue University (left to 
right): J. H. Harrah, Pyrofax Gas 


Div., Joe Crowden, Indiana Bottled 
Gas Co., and Merle McClure, Purdue M. B. Gault, Robertshaw, at Central 
representative. States school, Purdue. 
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Promotion Program 


Starts 2nd Round 


dg the scheduling this fall of 
the second round of advertising 
in 45 publications reaching small 
town, farm, suburban and commer- 
cial prospects and the mailing in No- 
vember of a second merchandising 
kit to help dealers tie in at the local 
level, the National LP-Gas Promo- 
tional Program is now in high gear. 

Seven distinct advertising cam- 
paigns—each with a separate copy 
approach, each directed at a specific 
market—are in progress. The initial 
basic selling appeal that families can 
enjoy city conveniences wherever they 
live with LP-Gas is continued in the 
second round of ads in the national 
and sectional farm, suburban and 
small town magazines, but the spe- 
cial appliance promotion campaign 
in the state farm papers will point 
up the desirability of LP-Gas appli- 
ances as Christmas gifts. 

Direct-mail pieces, newspaper ads, 
radio “spot”? announcements and pub- 
licity releases contained in the mer- 
chandising kits mailed nearly 9000 
marketers tie in’with the Christmas 
theme. Members of the National LP- 
Gas Promotional Program may pur- 
chase the direct-mail items and news- 
paper ad mats at a 20% discount. 
They are protluced by the Beals Ad- 
vertising Co., Oklahoma City. The 
radio announcements and press re- 
leases are free. 

LPGA President Peter A. Ander- 
son recently released a letter to the 
industry to encourage support of the 
promotional campaign and to awaken 
dealers to industry needs. The letter 
follows: 
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President Anderson’s Letter 


“LP-Gas is no longer the stepchild 
of the petroleum industry. 

“Each year LP-Gas chalks up new 
gains in gallonage. In recent years 
the public has become more and more 
aware of this growing industry. The 
producers have stepped up their in- 
vestments in fractionating equipment, 
and they have moved into the dis- 
tributing phase of the industry. 

“Why? The only answer to these 
heavy investments in expansion can 
be that the producers are beginning 
to change their viewpoint; I believe 
that LP-Gas is coming out of the 
doghouse. 

“Sales gained 1260% in the past 
10 years. The rapid pace slowed 
abruptly last year. Why? Several 
factors were involved: A warm 1949- 
50 winter, expansion of natural gas 
pipelines and service, and increased 
electrical competition. 

“But what are we doing to protect 
our expanding investments? Are we 
getting into the fight with electricity, 
a fight whose tempo increases daily? 
Are we doing anything to make the 
nation LP-Gas conscious? 

“Deep in the woods of northern 
New England, miles from the nearest 
community over rugged tote roads, 
pulp and paper firms are feeding 
their woods crews from LP-Gas 
ranges. There’s wood lying around 
everywhere, begging to be used as 
fuel, yet these paper companies pre- 
fer propane. 

“Their purchasing agents are paid 
to get the most out of every penny, 
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and they know that LP-Gas is cheap- 
er for them than wood; despite the 
fact that gas cylinders must frequent- 
ly be trucked a hundred miles or 
more from the nearest dealer. No- 
body has to sell them on LP-Gas; 
they’re used to figuring their own 
costs. 

“But what about the purchasing 
agents in the domestic field—the big- 
gest potential in the industry? What 
are we doing to get the LP-Gas mes- 
sage across to these wives and home- 
owners ? 

“The need for a promotion cam- 
paign is amply proven in several 
surveys made by the agricultural 
publications. Pick up a farm maga- 
zine yourself. Notice the space de- 
voted to advertising and publicity 
praising the all-electric home. Now 
look for LP-Gas advertising and pub- 
licity. Hard to find, isn’t it? 

“It’s this lack of industry-wide 
promotion that’s beginning to show 
in the LP-Gas-electricity competition. 
LP-Gas must be pushed, must be 
promoted, if it’s going to continue 
the rapid strides made in the past 
decade. It must be pushed and pro- 
moted even if it’s just going to main- 
tain present levels. 

“Somebody has to sell the house- 
wife. Electrical trade associations are 
spending millions of dollars each year 
to put their message across to her. 

“Now, the LP-Gas industry is em- 
barking on a national campaign to 
show the lady of the house that LP- 
Gas is the fuel for her kitchen and 
home. The push, the continuity and 
the success of the campaign depend 
on the support of the industry. 

“Without this support, LP-Gas will 
fail to put its story across to the 
housewife and the homeowner. With 
it, LP-Gas can and will continue to 
make giant strides into the future. 

“Let’s not forget this.” 
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Sunray Will Operate 
Huge Gasoline Plant 


Sunray Oil Corp. has announced 
purchase of 200 liquid propane cars 
as an addition to the company’s trans- 
portation facilities. 

The new LP-Gas tankcars will be 
used principally at the new Scurry 
County, Texas, gasoline plant which 
will be operated by Sunray for some 
producers in the area, and at the com- 
pany’s two Oklahoma refineries. 

The plant is now under construction 
and is expected to be in operation 
next spring. The new tankers, which 
have 11,000 gallons capacity, will be 
manufactured by the American Car 
and Foundry Co. 

The Scurry plant will be the largest 
gas conservation project yet an- 
nounced for that district. 


H. W. Manley Will Direct Project 


Approximately 35,000 producing 
acres in the North Snyder, Kelley- 
Canyon, and Diamond “M7” fields are 
involved in the construction and oper- 
ating contract covering development 
of the project. The enterprise will be 
under the general supervision of H. 
W. Manley, recently named manager 
of Sunray’s gas and gasoline depart- 
ment. 

Mr. Manley headed these activities 
for the former Barnsdall Oil Co. since 
absorbed into the Sunray organization. 

The operators propose to construct 
facilities to process approximately 
67,000,000 cubic feet per day of lique- 
fied products, including propane, bu- 
tane, natural gasoline and other al- 
lied products. The liquid hydrocarbon 
content of the gas is unusually high 
and engineering analyses indicate 


that the plant will extract between 


7 and 8 gallons of liquid products per 
MCF of gas processed. 
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Unity, Sincerity of Dealers 
Determine Industry's Future 





By T. G. TACKETT 

h President, National Butane Gas Co., Inc., 

e , Memphis, Tenn. 

“ 

n 

n 

h Mr. Tackett’s remarks serve both as a 

. powerful indictment and as new articles 
of faith for the industry. He says that 

st what we do to strengthen ourselves is not 


as important as are our basic beliefs and 
attitudes. This address before the Arkan- 
sas Butane Dealers Assn. contains a mes- 
1g sage for every large and small operator. 


ict 


on 


ate 


en 


yer 


ows 














URING the several years that I 
have been associated with the 
liquefied petroleum gas industry, 
practically all the articles that I 
have read and all the speeches that 
I have heard with reference to the 


promotion of the industry in which, 


you and I are engaged have dealt 
with the same question, ‘What 
shall we do?” and as I read these 
articles and hear these speeches I 
am again inclined to ask myself the 
question, are we asking ourselves 
the question that is of greatest im- 
portance when we say, “What shall 
we do?” 

I am thoroughly convinced that 
the unity of the citizens of Amer- 
ica and the freedom of the peoples 
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of the world are not nearly so de- 
pendent upon what we shall do as 
they are dependent upon what shall 
we be; and I am likewise convinced 
that the success of any state or 
national liquefied petroleum gas 
association is dependent upon not 
what shall its members do, but 
what shall its members be. 

In the first- place, I believe =e 
as liquefied petroleum gas opera- 
tors should be vitally concerned 
about our own personal policies. I 
am inclined to think that far too 
many of us spend more time trying 
to analyze and explain the policies 
of our competitors than we do in 
trying to establish and promote 
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policies of our own that are ap- 
plicable to our own personal opera- 
tions and practical in our own in- 
dividual territories. 

I do not believe that any two 
dealers are equipped by virtue of 
their qualifications, their assets, 
their territories, or their personali- 
ties to operate exactly alike or 
utilize the same methods of opera- 
tion. Since I am thoroughly and 
completely convinced that it would 
be impossible for me to operate my 
business on exactly the same 
methods and plans of my competi- 
tor, I see no necessity whatever of 
my wasting any time in trying to 
determine why my competitors 
will employ the policies and pro- 
cedures which they do employ. 


A Negative Philosophy 


During the past several years I 
have had the most pleasant oppor- 
tunity of visiting with all types 
and kinds of operators, both large 
and small, throughout the entire 
Southeastern section of the United 
States, and certainly without any 
idea of criticism, I have noticed 
that in a great number of cases 
a very substantial portion of my 
time on these visits has been spent 
in listening to a given operator 
discussing the demerits of his com- 
petitor, rather than discussing with 
me some of the merits of his own 
operation or outlining to me some 
of his own personal ideas and atti- 
tudes toward the establishment of 
additional and more profitable poli- 
cies for the future. 

To indicate to you the thought 
that I am trying to get across, I 
give you an experience of just a 


58 





few weeks ago when one of our 
customers called and asked that 
an order for a certain type of 
equipment which he had placed 
some time previously be cancelled, 
due to the fact that he had heard 
that his competitor was establish- 
ing some revised sales policies, 
which made it necessary for him 
to abandon all of his previous 
plans and programs and try to es- 
tablish other plans and programs 
simply because his competitor had 
done so. 

Certainly, I am convinced that 
it is going to be necessary for all 
of us to be competitive and meet 
competition in the most effective 
way, but to me there is sounded a 
note of defeat when a dealer sits 
back and waits for his competitor 
to initiate plans and programs. 
Yes, I am sure that our state and 
national associations will be more 
successful in promoting the lique- 
fied petroleum gas industry if we 
as members will exert personal and 
individual initiative and be con- 
cerned about policies that will build 
our own business instead of trying 
to establish policies that will de- 
stroy our competitor’s business. 


A Definite Price Policy 


In the second place, we should 
be concerned about our price policy. 
I do not propose to get into any 
entanglements as I present my 
thoughts this morning regarding 
prices for which our commodities 
should be sold. Indeed, it is entire- 


ly impossible for me to hazard a | 


guess at the price that should be 
established in the various terri- 
tories for any of the commodities 
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sold by liquefied petroleum gas 
operators. However, I am convinced 
that the only basis upon which we 
can intelligently establish a sales 
price is to first of all determine our 
costs; and certainly, we operators 
who are not qualified to determine 
our costs are not qualified to re- 
main in the liquefied petroleum gas 
business. 


The Initial Investment 


The liquefied petroleum gas in- 
dustry demands a tremendous ini- 
tial investment, and as the indi- 
vidual operators grow, it is impera- 
tive that even additional invest- 
ments amounting to tremendous 
sums be made. In most cases, the 
operators in this industry have 
made these large investments at 
great sacrifice. The greater per- 
centage of our individual operators 
invested, upon entering the indus- 
try, their life savings—borrowing 
money from the banks or any other 
source and obligating themselves 
and their families for a period of 
several years and in all probability 
robbing the members of their fam- 
ilies of at least some of the luxuries 
to which they are entitled, in order 
to make the investment. 

This industry has already ceased 
to be a “peanut” business, and any 
and all cperators in determining 
and establishing their price struc- 
ture must of necessity take into 
serious consideration the invest- 
ment which has been made. Again, 
with reference to the price struc- 
ture, I insist that too many of us 
establish our prices not upon the 
basis of cost but upon the basis of 
what our competitors charge. 
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There has been a great deal of 
discussion regarding the policy of 
our sales—that is, if equipment 
should be furnished on a title-re- 
taining basis, if it should be leased, 
or sold; and again I do not pro- 
pose to tell you what to do regard- 
ing this policy but can only say to 
you what you should be, and that 
alone is that you should be vitally 
concerned about receiving a suffi- 
cient return in one way or another 
from whatever commodity you dis- 
pose of. Whether or not you retain 
title, lease, or sell outright, you 
alone are in a position to know 
which of these price structures are 
profitable in your own individual 
operation. I hope it shall always 
be the policy of my company to 
sell merchandise at a profit instead 
of being forced to sell it at a loss 
just because a competitor does so. 


Fallacy of Small Operators 


Most of us in the liquefied petrol- 
eum industry have concocted a 
most ridiculous idea. Those of us 
who are small, with limited capital, 
limited equipment and limited per- 
sonnel, have assumed an attitude 
that because of our smallness, our 
low overhead and the fact that we 
do most of our own work, enables 
us to whip the larger competitor 
to death. We seem to think that if 
the bigger operators can sell gas 
at 10c a gallon, then we, on account 
of our low operating expense, can 
afford to sell it at 9c a gallon. Like- 
wise, the larger operators who have 
unlimited capita) and equipment, 
a tremendous plant, large organiza- 
tion, think that they can put the 
little fellow completely out of busi- 
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ness, when the truth of the matter 
is, if either of these types of oper- 
ators institutes such a procedure 
he is doing nothing but cutting 
his own throat without accomplish- 
ing the purpose of getting rid of 
the competitor. 

Another responsibility that is 
ours as operators in the liquefied 
petroleum gas industry has to do 
with safety. You and I who have 
been interested in this industry 
over a period of years have read 
articles in pamphlets, advertising 
matter and magazines, and have 
heard speeches galore dealing with 
safety in handling of liquefied 
petroleum gas. 


Not Safety Minded 


I do not intend to minimize this 
question of safety. Certainly, we 
are handling a hazardous commod- 
ity and there is every necessity in 
the world of our doing everything 
within our power to promote safety 
for the lives and property of our 
customers and citizens of our state, 
but again I am convinced that we 
are not spending enough time being 
safety conscious. 

The various institutions of our 
land such as the Underwriters’ 
Laboratories, American Gas Asso- 
ciation, inspection and insurance 
companies have promoted and taken 
very definite steps in the execution 
of certain safety measures demand- 
ing that equipment be built and 
installed in accordance with most 
rigid regulations, all of which is 
most commendable. We, too, as 


operators in the liquefied petroleum 
gas industry have fought with all 
the energies of our being to estab- 
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lish in the various states certain 
laws and regulations for the pur. 
pose of promoting safety. 

We have insisted that all equip. 
ment be inspected and then labeled, 
and inspected and labeled again, 
and again, and again. We have 
cried out with all the capacities of 
our lungs and pocketbooks for state 
departments and state inspection 
bureaus, all with the idea of doing 
something about safety, and I em- 
phasize again that every action and 
everything that we have done as 
state organizations, national or- 
ganizations, inspection and _ insur- 
ance companies are most commend- 
able and absolutely necessary if 
our industry is to continue to grow, 
but the thing I am trying to get 
across is that even with all the 
inspection authorities that could 
be imagined and with every pre 
caution in the world being taken 
for the sake of safety, there will 
be no safety until there is devel- 
oped way down deep inside of you 
and me an attitude or a safety 
consciousness that will force us to 
promote safety to our own organ 
izations. 


The Cost of Accidents 


An accident is of far less im- 
portance to insurance companies 
and to state authorities than to the 
dealer. The real cost, and it is 
tremendous, falls on the operator 
and the industry, and of course 
those who are directly involved in 
the accident, itself. Therefore, op- 


erators in the liquefied petroleum | 


gas industry should be safety con- 
scious not in order to comply with 
certain regulations, not simply to 
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be able to place the Underwriters’ 
label or the ASME code or the 
AGA symbol on equipment they 
handle, not simply in order to get 
by with an inspection department. 
There will be no real safety until 
those of us who are engaged in 
the liquefied petroleum gas indus- 
try do the very best we can, re- 
gardless of whether any inspector 
will be by within a few days or not. 


Faith in the Industry 


There is still another attitude 
which I think operators in the 
liquefied petroleum gas industry 
should have, regardless of their 
connection, whether it be manu- 
facturer, wholesaler or retailer, 
and this is that we should have 
faith in the possibilities in the 
industry. It has been most appar- 
ent during the recent years that 
we first of all do not have proper 
faith in the people with whom we 
associate. There prevails an idea 
among all operators in each phase 
of the industry that our competi- 
tors are operating under the policy 
or by methods that are designed 
for our detriment only. We seem to 
think that every movement and ac- 
tivity on the part of the other fel- 
low is with the idea of creating an 
unprofitable situation for us. There 
can be no real spirit of coopera- 
tion, there can be no real growth 
and development of an association 
until the members of that associa- 
tion practice the principles that 
are set forth in the Golden Rule, 
which, after all, is the fundamental 
principle upon which business as- 
sociation or friendship is success- 
fully developed. 
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There is another phase of this 
idea of having faith in the indus- 
try, and that is, actually believing 
that the job can be done. For in- 
stance, all of us have been oper- 
ating on the theory during the re- 
cent years that this is definitely a 
seasonal industry, and during my 
contacts with various members of 
the industry throughout’ the entire 
territory, including myself, there 
has been the argument that no 
equipment can be sold except dur- 
ing the late summer and early fall 
months, and that there is, there- 
fore, no necessity in spending 
money, time and effort in promot- 
ing the sale of the equipment dur- 
ing the off-season. This idea has 
been knocked into a cocked hat, 
particularly during the early 
spring months. Most of the manu- 
facturers of equipment have been 
busier during the past year than 
they have ever been during the 
same period since the origin of the 
industry. I have in mind one par- 
ticular dealer who, during the 
month of May, installed 36 lique- 
fied petroleum gas jobs, and only 
six of those jobs involved the cook- 
ing operation. In other words, this 
dealer sold 30 jobs for heating 
oply and installed the tank and 
heating appliances during the 
month of May. This is the first 
year that he has attempted a sales 
program during the spring months, 
and before has always sat idly by 
saying that it couldn’t be done. I 
know of a number of instances that 
have ,come under my observation 
during the recent weeks that make 
me believe that it can be done if 
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you and I exercise sufficient faith 
in the possibilities. 

Still another idea or attitude 
that should be instilled in each of 
our hearts and minds is that of 
faith in an organization, such as 
the Arkansas Butane Dealers Assn. 
Time will not permit, neither will 
my qualifications allow me to ex- 
plain in detail the advantages that 
can come to a liquefied petroleum 
gas operator through an associa- 
tion of this kind, but let it be 
sufficient to say, first of all, that 
the fellowship, alone, with men 
and women who are engaged in the 
same business is worth all of the 
money, effort and time that mem- 
bership in the association involves. 


Faith in Your Competitor 


It is actually true that a number 
of years ago, when I first began 
traveling, I had an idea that all 
of my competitors were the “scum 
of the earth,” that they were the 
most unreasonable, inefficient, un- 
ethical men that I had _ ever 
dreamed could exist; but meeting 
with those competitors on occasions 
such as this convinced me that 
they were just as intelligent (if 
not more intelligent), just as eth- 
ical (if not more ethical), just as 
reasonable (if not more reason- 
able) than I, and from that time 
on I have tried to exercise faith 
in the men with whom I have as- 
sociated as members of the same 
industry. 

Certainly, we could spend some 
time thinking about the faith and 
confidence that we ought to have 
in the possibilities of the educa- 
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tional program that is and can be 
sponsored by an association of this 
kind. Ours is a comparatively new 
industry, and on every hand there 
is a tremendous demand for men 
with experience, for men with the 
“know-how,” servicemen, salesmen, 
installation men; and the fact that 
we are forced to spend time and 
money in the training of inexpe- 
rienced men causes me to have 
faith in the educational program 
being advanced by the associations, 

In view of these things, allow 
me to go back and say that the 
important question before us is 
not necessarily “what shall we do,” 
but “what shall we be.” What shall 
we be with reference to our own 
sales policy? What shall we be 
with reference to our own price 
schedule? What shall we be with 
reference to our attitude towards 
safety? and what shall we be with 
reference to our confidence or faith 
in the industry in which we are 
engaged? 


How to Attain a Goal 


If our sales policy is one that 
takes into consideration only our 
own operations; if our price sched- 
ule is based upon a legitimate 
profit above our costs; if our safety 
program is one that keeps us on 
the alert regardless of ‘any laws 
or inspection service; and if we 
have sufficient faith in the indus- 
try, then we as individual opera- 
tors through our combined efforts 
can build an association that will 


promote not only our business but . 


the business of our friends and 
competitors, without jeopardizing 
either. 


BUTANE-PROPANE News 











aca tr & 


ae ——  e= - 











at 
ur 
d- 
ite 


on 
NS 
ve 


a- 
ts 
ill 


ut. 


1d 





Dealers Warned of Electric Tactics 
At Maine Service School-Convention 


7uE serviceman’s problems were 
topmost at the 1950 Maingas serv- 
iee school and convention at Yalle’s 
Inn, Scarbor- 
ough, Maine, Oct. 
17-19. 

In a strong 
windup, in which 
the major theme 
was an attack on 
the idea of deal- 
ers handling both 
electric and bot- 
tled gas appli- 
ances but play- 
ing up the elec- 
tric, C. C. ‘Tur- 
ner, one of the 
principals in 
Maine Gas and Appliances, Inc., spon- 
sors of the convention, outlined three 
principal messages to his hearers: 

1. Stop being the stooges of the 
power interests. Throw electric appli- 
ances out of your places of business. 
Cease being “Cicero Sapp, the Gas 
Man.” 

2. Raise your sights. Stop think- 
ing of the gas business in the terms 
of large profits on small volume. 
Think of it in its coming phase, the 
business of small profits on large vol- 
umes. 

8. Overhaul your operating meth- 
ods. Cut out inefficiency. Get ready 
for the deluge of heating and automo- 
tive business which is coming your 
way. 

Mr. Turner related some astonish- 
ing facts having to do with infiltra- 
tion of electric influence in key spots 
in the state of Maine, and urged his 
hearers not to take this sort of thing 
lying down. 





Cc. C. TURNER 
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“T cannot say that certain legisla- 
tive bills are being sponsored by the 
electric industry,” said Mr. Turner. 
“But I can say that our governor is 
an ex-electric company employe ... 
and that some of those who are intro- 
ducing bills have had or still do have 
electric company affiliation. The effort 
is being made to tax you, regulate 
you, restrict you out of existence.” 

The three-day program brought to- 
gether Maingas dealers and service- 
men. Representatives of manufactur- 
ers attended and put on demonstra- 
tions with their actual appliances and 
equipment on how to service. The 
third day was largely given over to 
sales. 

M. B. Gault, Robertshaw Thermo- 
stat Division, discussed, “The Why 
and How of Thermostats”; George 
Black, of The John Wood Co., “Serv- 
icing and Installing Water Heaters”; 
and Adam Johnstone, of The Bastian- 
Blessing Co., “Keeping Away from 
Regulator Troubles.” Joseph Falk of 
Gas-Kit Co., Glastonbury, Conn., dis- 
cussed “Proper Tools for Your Serv- 
ice Man.” 

A live demonstration cf how to sell 
gas ranges, including practical hints 
on how to show superiority of gas to 
electric was presented by Arthur M. 
Newman, sales manager of The Glen- 
wood Range Co. Dewitt P. Sixbey, of 
Detroit-Michigan Stove Co., gave a 
practical talk on selling the commer- 
cial load; J. H. McPherson, owner of 
J. H. McPherson Co., discussed “Your 
Opportunity in Heating Sales.” 
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Indiana 


The first annual convention and 
trade exhibit of the Indiana LP-Gas 
Assn. is scheduled for Feb. 7-8 at 
the Antlers hotel, Indianapolis, ac- 
cording to Harold TenBrook, conven- 
tion committee chairman. 

Sub-committees and their chairmen 
include: entertainment, R. P. Hed- 
back; trade show, J. P. Crowden; 
registration, T. K. Holden; welcome, 
C. W. Link. Mrs. T. M. Feely, wife of 
President Feely, is chairman of the 
ladies entertainment committee. 


The latter day of the meeting has 
been designated as Kentucky day in 
recognition of industry members in 
that state who have assisted in the 
organization of the Indiana group. 


Kansas 


At the annual fall meeting, Oct. 30, 
of the Kansas LP-Gas Assn. A. ‘°C. 
Ferrell, Atchison, was elected presi- 
dent to succeed G. M. McClellan, Sa- 
lina. Other new officers are Rex 
Wheeler, LaCrosse, vice president; 





Leaders of the Kansas association are (left to right, front row): G. M. McClellan, 
retiring president; A. C. Ferrell, new president; S. G. Darling, director. Back row: 
Robert Tanner, district secretary; Glen McGuire, director; and William Hettic, director. 
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ad Harlan Tatge, Herrington, secre- 
tary-treasurer. Robert C. Tanner is 
district secretary. 

More than 100 persons attended the 
meeting which was held at the Broad- 
view hotel in Wichita. They heard 
talks by Lee A. Brand, Empire Stove 
(o, “Future Appliance Production”; 
Wiliam A. Blees, Aveo Manufactur- 
ing Co., “Retail Selling”; and E. W. 
Voice, Warren Petroleum Corp., “The 
fuel Production Outlook.” (This 
paper is reproduced elsewhere in this 
issue). 

New directors named are Glen Mc- 
Guire, Iola, and A. H. Clark, St. 
Francis. Directors serving unexpired 
trms are Frank Groves, Arkansas 
City; S. G. Darling, Pratt; William 
Hettic, Liberal, and George McClel- 
lan. 

A manufacturer-distributor-supplier 
sponsored “friendship hour” was held 
following the business sessions. 

Bob Tanner, LPGA district secre- 
tary of the Central States District, 
which includes Kansas, announced 
that the Kansas state association has 
shortened its name to the “Kansas 
LP-Gas Assn.” 


Louisiana 


Liquefied petroleum gas dealers 
from all part of Louisiana gave full 
endorsement to stricter regulation of 
their industry and urged the public 
to adopt a proposed constitutional 
amendment to accomplish it on Oct. 
26. 

Meeting in Alexandria, members of 
the Butane-Propane Institute sub- 
scribed to the statement of their 
president, Frank Roberson of Cou- 
shatta, that “good laws and strict 
enforcement are good business,” and 
agreed to work for the passage of 
constitutional amendment No. 20 on 
Nov. 7. 
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KEITH JONES 


Other speakers at the one-day 
meeting included C. A. Breen of New 
York City, manager of the liquefied 
petroleum gas division of Esso Stand- 
ard Oil Co.’s marketing division; 
Keith E. Jones, director of the Louisi- 
ana liquefied petroleum gas commis- 
sion, Baton Rouge, and Charles W. 
Guy, Baton Rouge, representing the 
General Gas Corp. 

Mr. Roberson also introduced L. N. 
Semon, Shreveport, commission mem- 
ber, and George Jacobs, Alexandria, 
manager of the Louisiana Butane- 
Propane Credit Assn. 

Discussing the proposed constitu- 
tional amendment, passed during the 
last regular legislative session, the 
association president declared that it 
would benefit both the public and li- 
quefied petroleum gas dealers by 
strengthening the power of the com- 
mission to enforce high safety stand- 
ards. 


Minnesota 


Minnesota dealers met Nov. 6 at 
the Curtis hotel in Minneapolis for 
the annual meeting of the Minnesota 
Petroleum Gas Assn. Last year’s 
president, L. H. Dow, presided. Other 
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NEW MINNESOTA OFFICERS 


President: Charles Bubar, North- 
west Hydrogas Co., New Brigh- 
ton. 

Vice President: John L. Locke, 
Northwestern Blaugas Co., St. 
Paul. 


Secretary-Treasurer: Hilder M. 
Hoaglund, Allied Gas,  Ine., 
Minneapolis. 


NEW MINNESOTA 
DIRECTORS 

Charles Tenney, Willmar. 
H. A. Andersen, Minneapolis. 
L. H. Dow, Duluth. 
A. D. Palecich, Austin. 
H. L. Brownell, Hibbing. 
George Mattaini, St. Peter. 











outgoing officers include M. G. Ost- 
gaard, vice president; A. W. Kynd- 
berg, treasurer; and John L. Locke, 
secretary. 

Speakers included B. A. Brokaw, 
chief, petroleum division, Dept. of 
Taxation, whose talk was entitled 
“LP-Gases and Taxation as Motor 
Fuel.” M. A. Ennis, Cribben & Sex- 
ton Co., spoke on “There is Some- 
thing Extra in a Flame.” 

Following afternoon business ses- 
sions and committee reports, an open 
forum was held covering safe prac- 
tices, insurance, employe training, 
the heating load, electric competition, 
cooperation with state authorities, 
fair trade practice, and accounting. 


Mississippi 
T. R. Ewing, president, presided at 
the semi-annual meeting of the Mis- 


sissippi LP-Gas Assn. held at the. 
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Heidelberg hotel in Jackson, Nov. 5-6, 

Dealers heard addresses by Ralph 
Townes, Rheem Manufacturing (; 
John Allen, director, liquefied con. 
pressed gas division, State of Missis. 
sippi; and Fielding Wright, govern 
of the state. 

Open forum, business sessions, re. 
ports of committees, and election of 
officers were held prior to the ope 
house and banquet at which Clayton 
Rand was speaker. 





Nebraska 


Carl A. Nelson of Omaha has been 
elected president of the Association 
of Nebraska Liquefied Petroleum Gas 
Dealers, succeeding Roy Pearson, of 
Holdrege. He was elected at the an- 
nual convention and trade show held 
at the Hotel Paxton in Omaha, Oct. 
29-31, according to Fremont Meyers, 
who was re-elected executive secre- 
tary. 

Other new officers are R. L. War- 
ren, Crawford, first vice president; 
Veryl Storer, Ogallala, re-elected 
second vice president; Ralph Hawk- 
ins, Hebron, re-elected secretary; and 
Victor E. Anderson, re-elected treas- 
urer. 

Between 175 and 200 dealers, dis- 
tributors, and manufacturers attend- 
ed the convention which offered ad- 
dresses by E. Q. Beckwith, Sid Rich- 
ardson Gasoline Co., speaking on 
“LP-Gag-Supply Outlook”; C. A. Nel- 
son, C. A. Anderson, Inc., “Business 
Possibilities of Motor Conversions”; 
and Dana F. Cole, professor of ac- 
counting, University of Nebraska, 
“LP-Gas Pricing and Accounting.” A 


safety forum was held under the di-' 


rection of Wendell Groth, Mid Cen- 
tury Insurance Co. 
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Ohio 

Meeting at the Fort Hayes hotel in 
Columbus, the Ohio LP-Gas Assn. 
held its fall meeting Nov. 8-9, ac- 
cording to President George Gray. 

Highlights of the 2-day meeting 
inluded talks by O. J. Haagan, Tap- 
pan Stove, on “LP-Gas and the Appli- 
ane Manufacturer” and Vernon 











open # Beals, Beals Advertising, who dis- 
layton assed advertising and promotion. Sev- 
eral films were presented by Karl 
Berquist, of Fisher Governor Co. T. 
(. Johnson, association vice presi- 
dent, was moderator of a round-table 

been § discussion of industry problems. 
iation Presidents of neighboring state LP- 
1 Gas J Gas associations were invited to par- 
n, of § ticipate in the meeting and the social 
e an. § hour on Nov. 9 which was sponsored 
held | by the associate members of the as- 


Oct, sociation. 


yers, 
ecre- § Texas 
Announcement has come through 

War- | ¢. D. Ribble, president of the Texas 
lent; § Butane Dealers Assn., that the Texas 
cted § group will expand its annual June 
iwk- | trade show to include exhibits from 
and § four other states. 
on New Mexico, Colorado, Oklahoma, 

and Louisiana have been declared in 
, as participants in all future trade 
dis- | shows. This will make the new trade 
and- | show, to be known henceforward as 


ad- | the Southwest Butane Exposition, by 
far the largest LP-Gas regional trade 
on | ¢xposition in the nation. Actually, the 
annual trade show put on for Texas 
only was already the largest regional 
one. 

Plans for expansion, according to 
ac- | Mr. Ribble and trade show chairman 
ka, L. D. Lowry Jr., came as a result of 
A continuing demand by out-of-state 
di-'] visitors to the show, by manufactur- 
on- ers, and by, distributors and refiners. 
The Texas show had always attracted 
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much interest in neighboring states, 
Mr. Lowry pointed out. 

The 1951 event, which will be held 
in connection with the annual con- 
vention, and which will include par- 
ticipation of the neighboring states 
for the first time, will be housed in 
the entire top floor of the Hotel Texas 
in Fort Worth. A committee headed 
by Mr. Lowry and including Aaron 
Smith, M. W. Lawless, J. E. Persons, 
R. L. Moore, and Emory Kelley ex- 
pects to have formal announcements 
of plans fon the show ready for dis- 
tribution soon. The dates will be June 
13-15, inclusive. 


American Petroleum Institute 


More than 5000 oilman gathered in 
Los Angeles last month for the 30th 
annual meeting of the American 
Petroleum Institute. The meeting, 
Nov. 13-16, was split between the 
Ambassador and Biltmore hotels. 

Leaders of finance, industry, and 
government addressed delegates to 
the meeting. Secretary of the Interior 
Oscar Chapman was on the speakers’ 
roster, as were Benjamin F. Fairless, 
president of United States Steel 
Corp., and Colonel B. S. Mesick, U. S. 
Army, who discussed probable mili- 
tary requirements of petroleum and 
petroleum products. 

Others who addressed convention- 
eers were API president Frank M. 
Porter; Reese H. Taylor, president of 
Union Oil Co. of California; Jake L. 
Hamon, president of Mid-Continent 
Oil & Gas Assn.; and Gustav Egloff, 
Universal Oil Products. 


CNGA 


The Ambassador hotel, Los Ange- 
les, was the scene of the silver anni- 
versary meeting of the California Na- 
tural Gasoline Assn. Nov. 9-10. A 
program of technical forums and 
papers pertinent to the natural gaso- 
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line industry was presented, accord- 
ing to E. R. Millett, Jr., secretary of 





the CNGA. 


R. S. Tulin, president, dedicated the 


25th anniversary program to the 40- 
odd men who attended a_ general 
meeting held on Dec. 2, 1925, at Sig- 
nal Hill to provide a common meet- 


ing. ground where those 


interested 


might discuss mutual problems and 
cooperate in their solution, and out of 
which meeting developed the present 
California Natural Gasoline Assn. 


Cumberland and York 


Twenty-six members of the Cum- 


berland and York Propane Assn. met 
last month in York, Maine, it was re- 
ported by Ray Stengel, president. It 
was a combination dinner - business 
meeting, at which President Stengel 
acted as chairman. 


gram 


Speakers who appeared on the pro- 
included Elmer Ring (Yar- 


mouth, Maine) and George Kelley 
(Portland, Maine), who spoke on new 


weights and measures 


regulations 


and on progress at the industry tech- 
nical schools at Southern Technical 


Institute 
Bridgeport; 


and the University of 


Jim Day (Kennebunk, 


Maine), who reported plans for dealer 
cooperation in the civil defense pro- 
gram; and Larry Holman (Portland), 
whose topic was the National Com- 
mittee for LP-Gas Promotion. 


Unanimous approval by the mem- 


bership was given to a resolution that 
all space heating installations made 


in 


public places and overnight cabins, 


should be properly vented and have 
100% safety shutoff. 


Heating, Ventilating Engineers 


Following are nominees for 1951 


officers of the American Society of 


Heating & Ventilating 
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Engineers: 





Lauren E. Seeley, University of New 
Hampshire, president; Ernest Szeke. 
ly, Bayley Blower Co., 1st vice pregi- 
dent; Reg F. Taylor, consulting engi- 
neer, 2nd vice president; Howard §, 
Sproull, American Blower Cor, 
treasurer. 

Officers will take office at the soci- 
ety’s 57th annual meeting in Phils. 
delphia, Jan.,22-25. 





CALENDAR 


1950 

Dec. 6-7—LPGA Board of Directors. Camel 
Back Inn, Phoenix, Ariz. 

Dec. 8—Liquid Gas Dealers Assn. of Cali- 
fornia Board of Directors. Stockton 
Hotel. Stockton. 

Dec. 8—NGAA Regional Meeting. Herring 
Hotel. Amarillo, Texas. 

1951 

Jan. 17-18—National Butane-Propane Assn. 
District Meeting. Mayflower Hotel. Wash- 
ington, D. C. 

Jan. 21-23—2nd Annual Kansas 
Fuel Service School. Manhattan. 

Jan. 22—Arkansas Butane Dealers Assn. 
Mid-Year meeting. Little Rock. 

Jan. 22-25—American Society of Heating 
and Ventilating Engineers. Philadelphia. 

Feb. 7-8—Indiana Liquefied Petroleum Gas 
Assn. Ist Annual Convention and Trade 
Exhibit. Antlers Hotel. Indianapolis. 

Feb. 23—NGAA Regional Meeting. Settles 
Hotel. Big Springs, Texas. 

Mar. 26-28—LP-Gas Service School. Uni- 
versity of Minnesota. Farm School. St. 
Paul. 

Mar. 29-30—New England LP-Gas Assn. 
Annual Meeting. Hotel Statler, Boston. 

April 16-18—Gas Appliance Manufacturers 
Assn. Annual Meeting. Drake Hotel. 
Chicago. 


April 25-27—NGAA. Mayo Hotel. Tulsa, 
Okla. 


May 7-10—LPGA Annual Convention & 
Trade Show. Stevens Hotel. Chicago. 
June 10-12 — Arkansas Butane Dealers 
Assn. Annual Convention and Trade 

Show. Little Rock. 

June 13-15—Texas Butane Dealers Assn. 
Annual Convention & Trade Show. Hotel 
Texas, Fort Worth. 

Oct. 15-18—American Gas 
Convention. St. Louis, Mo. 


Engine 


Assn, Annual 
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MR. LP-GAS DEALER: ARE YOU INTERESTED IN... - 


4 simplified plan 
for handling. installment paper 
under Regulation “W"? 





LPG CREDIT CORPORATION PROVIDES SIMPLIFIED 
PROCEDURE, FORMS AND COMPLETE INSTRUCTIONS 
FOR HANDLING INSTALLMENT SALES 


Thorough study reveals that LP-Gas dealers can still make 1951 a big 
"year. The complete financing plans offered by the LPG Credit Corporation . 
can help make the difference between real success . . . as against a moderate 
year of business. We invite you to investigate our complete financing 

service which includes a field tested sales promotion program. 





4 BASIC PLANS ARE OFFERED 





rt) RETAIL INSTALLMENT FINANCING of appliances and gas systems. 


(2) FLOOR PLAN for financing inventories of appliances and containers 
which are purchased by the dealer for resale to customers. 


© FINANCING OF CYLINDERS AND TANKS for dealers leasing systems 


to retail customers. 


(4) FINANCING OF BULK STORAGE TANKS AND DELIVERY EQUIPMENT. 


LP6 


Inquiry on your company letterhead is invited. 


LPG CREDIT CORPORATION 


312 _ 13isr STREET CLEVELAND 8, OHIO 
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NBPA District Meeting Set for 
Washington, D. C., Jan. 17-18 


The January district meeting of the 
National Butane-Propane Assn., orig- 
inally scheduled for New Orleans, 
has been changed to Washington, 
D. C., where discussions will be de- 
voted to the setting up of the group’s 
National Affairs committee. Meeting 
place will be the Mayflower hotel, 
Jan. 17-18. 

Action of the committee, the re- 
sult of resolutions passed at the Sep- 
tember meéting in Cleveland (see 
November, BUTANE-PROPANE News), 
will center around the appointment 
of sub-committees, determination of 
programs, and plans of action. For- 
rest Fram has been appointed chair- 
man. 

According to Al Hadlick, executive 
vice president, prominent speakers 
are being lined up for the two-day 
meeting. 


Texas Dealers Tell Story 
To State Fair Visitors 


The Texas Butane Dealers Assn. 
went to the state fair this year—and 
members are still talking about the 
success of the association’s exhibit 
there. An estimated 1,000,000 passed 
by the 30-foot exhibit. 

The display was cooperatively 
financed by manufacturers, refiners, 
distributors, and association mem- 
bers. Texas dealers manned the booth 
throughout the fair’s 16-day run. 

“The Magic that Lives in the Tank” 
formed the theme of the display. A 
16-foot replica of a butane tank was 
constructed with three windows in the 
tank’s length. The magic in the tank 
told the butane story: each of the 
windows held colored slides and leg- 
ends about the big uses of LP-Gas. 
The first window described butane’s 
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uses as a domestic fuel; the second 
window explained the fuel’s role jy 
modern agriculture and breeding; the 
third showed the many industrial ap. 
plications of butane. 

Above the tank was a 20-foot sign 
that read: “BUTANE—The Modem 
Fuel Beyond the Gas Mains.” On each 
side of the tank replica, panel maps 
were set up, ane showing the number 
and location of Texas Butane Assn, 
dealers; the other showing location of 
the more than 225 refineries that pro- 
duce butane and propane in ample 
quantities to meet almost any demand, 

Each person who stopped at the 
booth was asked to fill out a registra- 
tion card with his name and address 
and pertinent information about his 
fuel problems: What kind of fuel do 
you use? Do you have a butane sys- 
tem? Would you like to know more 
about what butane can do for you? 

Registrants were eligible for a 
drawing on the last night of the fair, 
when a complete set of Revere cop- 
per kitchenware was presented to the 
winner. 


CNGA Issues Bulletin 
On Test Procedure 


A new bulletin, “Tentative Stand- 
ard Procedure for the Determination 
of Carbon Dioxide and Oxygen in Na- 
tural Gases,” has been completed by 
the California Natural Gasoline Assn., 
according to A. C. Lyles, chairman 
of the technical committee. 

Designated Bulletin TS-501, it is 
intended as an operating manual for 
the analyst—in the field and in the 
laboratory. It includes test procedures 
for laboratory and field determina- 
tions. 

It is available from the CNGA at 
510 W. 6th St., Los Angeles 14. Price 
for members is $2; for non-members 
$2.50. 
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GAUGE YOUR BUSINESS 
with these Ts BLY products 


MASTER VISIBLE GAUGE 


For LP:G and Anhydrous Ammonia 
Full S-inch dial face. Positive operation tin, low 
specific gravity liquids. 







SENIOR VISIBLE hp 


Top, Side,, Angle or End Mounting 


For LP-G above and:helow ground cylindrical ar 
spherical tanks ape applicable cylinders 


JUNIOR VISIBLE GAUGE 


Top Mounting Only 
For LP-G above and below ground cylindrical and 
spherical tanks and applicable cylinders. 





We are alse sectional Representatives of - 


* FISHER GOVERNOR COMPANY 
Regulators, Assemblies and Manifolds 


* SELWYN-LANDERS COMPANY 
Valves, Fittings, Adapters and Accessories 













> 
TAYLOR 


'n ¢ OR POR ALTE D 
1213 SOUTH AKARD STREET, DALLAS 1, TEXAS 
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Stock Tank Heaters Offer 






New Sales Possibilities 


HE farmer’s work load can be re- 

duced considerably during freezing 
weather by the use of a gas stock 
tank heater. LP-Gas tank heaters 
have advanced through several stages 
of development and are now capable 
of doing a dependable and efficient job 
of replacing the home-made types of 
solid and liquid fuel burning heaters. 
Qil and wood burning heaters have 
been very unsatisfactory and some 
types have been fire’ hazards. Many 
farmers and ranchers, particularly in 
areas having few days during the 
year when running water will freeze, 
would rather chop through the ice 
than resort to troublesome types of 
tank heaters that leave oil and soot 
films on the water. 

The sales possibilities of LP-Gas 
tank heaters are superior to any other 
type but since outdoor gas appliances 
are new it is important to educate 
both the serviceman and the user with 
several aspects that are not encoun- 
tered with indoor appliances. Perhaps 
this can best be done by considering 
some of the unusual problems manu- 
facturers have had to meet in the 
development of gas tank heaters. 

Unlike an indoor heating appliance 
where the primary air is taken from 
an enclosed area of relatively con- 
stant pressure, the stock tank heater 
must draw air from an inlet that is 
exposed to the elements. Draft di- 
verters normally used to protect vent- 
ed appliances cannot be used outdoors 
because the diverter itself would be- 
come a high draft device or in some 
conditions would even result in back- 
draft. 
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By SHELDON MILLER 


President, Tesco, Inc., Tulsa, Oklahoma 


Draft Control 


Controlling the effect of winds on 
the air source and vent stack has been 
a difficult obstacle since air velocity 
changes so rapidly, especially in gusty 
conditions. One approach to this con- 
dition has been to keep the areas of 
the air inlet and the vent nearly equal 
so as to get a pressure balancing ef- 
fect. Because back drafts can cause 
burner failure. it is customary to use 
some type of draft device, usually of a 
high-draft type. Although back draft 
can be controlled in this manner, high 
Graft devices cause draft to increase 
rapidly with increased wind velocities 
and reduce heater efficiency when it 
is needed most—when weather condi- 
tions are most severe. A draft cap of 
a type that will control or tend to 
cancel the effect of wind on draft 
can be applied to both the air inlet 
and the vent to eliminate this diffi- 
culty to a large degree. 

The height of the vent pipe, the lo- 
cation of primary air source, and the 
relation of the stock tank to surround- 
ing areas and nearby buildings must 
also be given attention to keep effi- 
ciency high and eliminate heater fail- 
ure. By keeping vent stack height to 
a practical minimum, stack heat loss 
can be minimized. Because the tank 


itself as well as other nearby objects 


can cause peculiar air currents, it is 
well for the air intake (see illustra- 
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AIR INTAKE 





Cutaway drawing to show “Tesco” stock tank heater installation 


tion) to be several inches above the 
highest part of the tank so as to be 
omni-directional to the wind and be 
above normal snow drifts. Nearby 
buildings can cause troublesome air 
currents and where this difficulty is 
encountered it is due to the vent and 
air intake, each being exposed to a 
different air pressure. The closer the 
air inlet is to the top of the vent 
pipe, the more insurance there is of 
each being exposed to the same air 
pressure. 


Burner and Heating Efficiency 


The problem of attaining heating 
efficiency at a reasonable cost is quite 
different when transferring heat to a 
still liquid than is the case with rapid- 
ly moving air or a rapidly moving 
liquid. With the latter condition, a 
more rapid transfer oi heat is had 
with a given temperature differential 
than is the case with a still liquid. 
It is therefore necessary in a stock 
tank heater to have a high tempera- 
ture differential and/or large heating 
surface. 

The blow torch type burner has a 
limited area of flame impingement but 
can be confined in a small cross sec- 
tion. The drilled port type burner can 
be designed to give a maximum of 
fame impingement but requires a 
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larger boiler or combustion chamber. 
Regardless of the type burner used, 
however, air and combustion gases 
should flow through the combustion 
chamber at reasonably low velocities 
because burners used in appliances 
generally are very sensitive to air 
velocities. 

In this regard it is well to have the 
burner in a relatively large cross sec- 
tion which reduces the velocity of 
air which enters through a relatively 
smaller cross section. Of course, as in- 
dicated above, this velocity is further 
controlled by the use of suitable draft 
caps. 


Heat Loss 


Because the heat loss from the 
stock tank is a transfer of heat from 
the water surface or the tank sides 
to moving air, it is well to consider 
the degree of heat loss by noting typi- 
cal losses* for conditions similar to 
that encountered with a stock tank. 
With a 50° temperature difference be- 
tween the water surface and the out- 
side air, there would be a loss of 100 
Btu per hour per sq. ft. with zero 
wind velocity; this increases to 200 
Btu/hr./sq. ft. when the wind veloc- 


*Mechanical Engineer’s Handbook, L. S. Mark 
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ity reaches about 10 miles per hour 
and to 300 Btu/hr./sq. ft. at a 25 mile 
per hour wind velocity. Average wind 
velocity, according to United States 
Weather Bureau records, is about 10 
miles per hour in most areas of the 
country. 

With an 8-ft. diameter tank this 
would mean a possible heat loss of 
20,000 Btu’s/hr., asuming an exposed 
area of nearly 100 sq. ft., a 10 mph 
wind velocity, and a 50° temperature 
differential. With a 30° temperature 
differential, this loss would be near 
14,000 Btu/hr. with a 10 mph wind 
velocity. 

Although these losses would be 
much higher with severe weather con- 
ditions, it is not necessary to have a 
heater capacity far in excess of this be- 
cause in actual application in a stock 
tank, the heat distribution in the tank 
is not even, and the heat loss is high- 
est in the portion of the tank nearest 
the heater. Where merely sufficient 
heat is desired to maintain a limited 
ice-free drinking area, the heating 
load is very much reduced. 

Also to be considered is heater effi- 
ciency which is usually under 80% 
at best, and is reduced considerably 
where draft is not sufficiently con- 
trolled. From these considerations a 
reasonable understanding of the heat- 
ing load and many of the influencing 
factors can be had. 

Heat loss can and should be kept 
to a minimum by the use of a stock 
tank cover which can readily be con- 
structed of wood, through which the 
stock tank vent and air source can 
protrude. With such a cover, the air 
velocity on the water surface can be 
reduced to zero, thus saving much 
heat that is otherwise lost. The cover 
can have removable sections or hinged 
sections which provide open water 
areas for access by the stock during 
the day and can be closed at night. 
A tank cover can also serve as a 
guard against the stock “nosing” the 
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heater itself which should be pr. 
vented by a guard in any case. 

The foregoing information, though 
not all inclusive, can be helpful in the 
selling, installation and servicing of 
stock tank heaters. With but reason. 
able attention given to the installa. 
tion itself, stock tank heating can he 
greatly simplified and accomplished at 
reasonable cost using an LP-Gas stock 
tank heater. 


War-Time Controls 
For LP-Gas Men 


Government orders which affect the 
LP-Gas industry are beginning to ap- 
pear. Here are some of recent issue, 
They are extracted from a recent 
LPGA bulletin. 


Financing Controls (Regulation W): 

By an amendment effective Oct. 16 
the Federal Reserve Board has tight- 
ened the restrictions on consumer 
credit. The regulations covering ap- 
pliances, including ranges, refrigera- 
tors and clothes dryers, have been 
amended to require a 25% downpay- 
ment and 15 months maximum ma- 
turity. The regulation has also been 
amended to cover all items costing 
more than $50. 


Defense Transportation 
Administration: 


The Defense Transportation Ad- 
ministration was established by an 
order of Oct. 4, issued by ICC Com- 
missioner James K. Knudson, Emer- 
gency Transport Director. This ad- 
ministration will consist of a small 
number of transport experts who will 
formulate emergency policy decisions. 
The various ICC Bureaus will be util- 
ized for issuing orders to industries 


BUTANE-PROPANE News 










PESeee gee Pess 
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pre- 
te RELIEF VALVES 
n the 
wi Y safety and i capacity with KegO 
4 ‘ou get sure and maximum w 
— Safety Relief Valves. They are designed te safeguard 
alla. your LP-Gas containers by giving positive, two-way 
n be protection. 
ed at 1. Valve opens slightly to relieve moderately excessive 
stock : pressure. 
2. If the pressure continues to i and h 
a predetermined point, the valve “pops” wide open 
to the full discharg ity; thereby reducing the 
excessive pressure quickly and safely. 
When you install RegO Safety Relief Valves you get 
dependable and proven protection against the hazardous 
conditions which are created when . . . 
. +» Hyd tic p are caused by overfilling 
... High pressures are developed due to the use of 
incorrect fuel 
... High pressures result from exposure of the con- 
tainer to external heat. 
the The RegO line of “pop-action” Safety Relief Vaives is 
ap- truly complete—there are ten types, available in a full 
range of standard settings for ASME containers of all 
sue, types and sizes, as well as standard settings for use on | 
ent No. 3134 ICC cylinders. See table at left for other applications. 
SERIES SERIES 
NV): 
16 
‘ht- 
ner 
ap- 
ra- Piping Discharge Away Cutaway illustration of a typical RegO 


from Relief Valves is pro- 

en vided by RegO adapters. 

These are used to connect 

ay Piping to the safety relief 
extras. 


“pop-action” Safety Relief Valve. Restriction- 
free outlet passage provides full discharge. 


Bodies are heavy forged brass. Seat discs 
are special composition which fully resists 
the action of LP-Gas, and are resilient to 
assure leaktight closures. Springs are stain- 
less steel, except on No. 3134 series where 
spring is not exposed to atmosphere after 
* valve is installed. 


1a- and are availakle as 


en Rein Cops and Extension 
ng Tebes provide: (1) added 
ewe against rain and 

and, (2) short discharge 
tubes. These are available 
as standard accessories. 
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| ' ‘LP GAS EQUIPMENT 
u- Stocked by These Distributors 
a] GAS SOEENT CO. 
GAS EQUIPMENT SUPPLY CO. PIONEER AND LEADER IN THE DESIGN AND 
s GAS EQUIPMENT CO. MANUFACTURE OF PRECISION EQUIPMENT 
of DENVER ~ Denver, Cole. FOR USING AND CONTROLLING LP-GASES. 














RegO is the registered trade mark of the Bastian-Blessing Co. 


under its control. An industry con- 
sultant division will be established 
to act on emergency recommenda- 
tions from various voluntary industry 
advisory groups. Divisions will also 
be formed on the subject of man- 
power, equipment and materials, do- 
mestic transport, storage and ports. 


Military Specifications for 
Valves, Gas Cylinders: 

Specifications have been approved by the 
Departments of the Army, Navy, and Air 
Force for use of procurement services of the 
respective departments covering valves, gas 
eylinders. This specification, known as MIL- 
V-2, dated June 15, 1950, supersedes Navy 
Specification 45V13f. 

Attention is called to the fact that valves 
furnished to the Military under this specifica- 
tion shall be of a brand which has been tested 
and found to pass the qualification tests suc- 
cessfully as specified in the specification. 

Manufacturers of valves who are interested 
in providing valves for the Military Services 
should communicate with the Office of Chief 
of Engineers, and arrange to have their prod- 
ucts tested for qualification in order that they 
may be eligible.to be awarded contracts or 
orders for the products covered by this speci- 
fication. 

Copies of the specification, as well as in- 
formation pertaining to qualification of prod- 
ucts may be obtained from the office of the 
Chief of Engineers, Department of the Army, 
Washington 25, D. C. 


Defense Deferment Policies: 

The LPGA has been advised by the 
Department of Commerce that it con- 
siders this industry’s activities cov- 
ered in the Department of Com- 
merce’s list of essential activities un- 
der major groups 18, 29, 49, 51, 57 
and 59. 

A joint board from the Department 
of Commerce and the Department of 
Labor have completed revision of the 
Department of Labor’s list of essen- 
tial skills with little modification. 
The Department of Commerce’s list 
of essential activities is presently 
undergoing study by this same com- 
mittee. 
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R. W. Dorst Named Secretary 
For LPGA West Coast Office 


Appointment of Richard W. Dorst 
as West Coast secretary of the Lique- 
fied Petroleum Gas Assn. is announced 
by Howard D. 
White, executive 
vice president. He 
succeeds K. _B. 
Jacobsen, who 
has resigned to 
accept a position 
as secretary- 
manager of the 
California Retail 
Hardware Assn. 

A 1945 mechan- 
ical engineering 
graduate of the 
University of 
California, Mr. 
Dorst received a master’s degree at 
Harvard Business School in 1948, 
Later that year, he entered the em- 
ploy of Dewey and Almy Chemical 
Co., Cambridge, Mass., as sales engi- 
neer and he subsequently became as- 
sistant to the overseas vice president. 
During World War II he was an of- 
ficer in the U.S. Navy. 





R. W. DORST 


| 
| 
| 
| 
| 
| 





The 25,000 cu. ft./hr. “Gasair’ unit stor- 

age tank at Colusa, Calif. This unit, in 

operation since 1945, is owned and oper- 
ated by Pacific Gas & Electric Co. 
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Srest-OLite 


Trade-Mark 


L-P GAS CYLINDERS 
ARE YOUR BEST BUY 


THE LINDE AIR PRODUCTS COMPANY 
Unit of Union Carbide and Carbon Corporation 
30 East 42nd Street [I[ejg New York 17, N. Y. 
Offices in Other Principal Cities 
In Canada: 
Oxygen Company, Limited, Toronto 


Damini. 





The term “Prest-O-Lite” is a registered trade- 
mark of The Linde Air Products Company. 
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Here’s the PROPANE 
CYLINDER for You! 


Compare feature for feature and you'll decide 
to use Prest-O-Lire cylinders for liquefied 
petroleum gases—they are unquestionably the 
No. 1 quality cylinder. They lead the field 
because of their longer service life, light weight. 
uniformity of wall thickness, and superior design. 
You get the greatest overall saving. Sturdy 
Prest-O-Lite cylinders are backed by over 35 
years of experience and skill in the development, 
manufacture and use of compressed gas 
cylinders. 

Available in 20-lb. to 100-lb. sizes, with or 
without valves, and with any color finish. Other 
sizes or styles can be quickly made to your 
specifications. The ventilated foot ring practi- 
cally eliminates corrosion around the bottom of 
the cylinder. Prest-O-LiTE cylinders undergo 
many rigid tests far beyond I.C.C. requirements, 
such as testing for leaks with dry air after the 
hydrostatic tests. Mail the coupon today. 





The Linde Air Products Company LP-15 
30 East 42nd Street 


New York 17, N. Y. 


Send full information about Prest-O-Lite 
cylinders for liquefied petroleum gases. 
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Part 5. Conclusion 


Periodic Surveys 


ARTICULARLY is the follow- 

up important in the LP-Gas 
distribution business. It is of ad- 
ded value for the reason that the 
first few years of growth of this 
business took place during a period 
when real selling was hardly neces- 
sary; when thousands of customers 
bought the gas and equipment and 
appliances necessary to the service 
without too much thought about 
what it all meant except that they 
wanted it and had the money to 
pay for it. By the same token, 
thousands of services were in- 
stalled without too much regard 
for safety, service or durability. 

For these and other reasons every 
salesman of LP-Gas and the equip- 
ment and appliances necessary to 
a completely satisfactory service, 
whether it be the expressed policy 
of his firm or not, should make it 
his policy, even on his own time, 
to make a regular canvass of his 
territory inspecting equipment and 
appliances, servicing them where 
too much time is not required, mak- 
ing notes and keeping a record of 
the kind,. number and condition of 
all equipment, as well as additional 
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Service, Safety, Sales 


appliances he thinks the customer 
should have or be interested in 
having. 

In any event, it seems agreed by 
leaders in all-lines of industry and 
business, large and small, that sell- 
ing is no longer merely a matter of 
having the goods, as it has been 
in the past few years. It now re 
quires a greater degree of mental 
and physical alertness, stamina, en- 
thusiasm, “know-how” plus “know- 
why,” and careful adherence to all 
the known rules and experiences 
of selling and salesmen to accom- 
plish anything approaching the 
same progress in the LP-Gas dis- 
tribution business than it has at 
any time in its past history. For 
this reason, if no other, the value 
and the necessity of the follow-up 
cannot be stressed too much. It may 
mean the difference between suc- 
cess and failure in many instances, 
and, always remembering that “no 
sales argument is as effective as 
a satisfied customer.” 

Sincere enthusiasm is a prime 
requisite of successful selling. En- 
thusiasm for one’s product and the 
service it can render, but above all, 
enthusiasm for the firm you rep- 
resent. Lacking this enthusiasm, 
you are but a mere representative, 
not the salesman you must be if 
both your employer and you are 
to profit from your efforts. 


By KEITH CLEVENGER 
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Many a Salesman has been faced 
with a situation where enthusiasm 
for his firm “saved the day,” and 
made the sale. The product or serv- 
ice, the price and the terms of his 
competitor were on an equality with 
those of his firm, but the sale was 
stalemated. His enthusiasm for his 
associates and superiors, alone, en- 
abled him to hold the attention and 
eventually secure the buying deci- 
sion. 

So carry a good stock of enthu- 
siasm for your firm and its service 
at all times. It pays real dividends. 





“You're Right, Mr.....” 





You have met, and will meet in 
the future, many people who pride 


‘or themselves on being “original think- 
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“Enthusiasm 
is vital.” 
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ers”—good folks who are hard to 
sell except on their own ideas. The 
problem in such an instance is how 
to direct the sales presentation 
along lines that will lead such a 
prospect to feel that he is thinking 
the matter through in his own way. 

Answering an objection, even 
though you have heard it many 
times, with the expression, “You’re 
right, Mr. . I never thought 
of it in just that way, but there is 
surely some way we can work it 
out in line with your ideas. After 
all, our firm wants to do business 
with you the way you want it done.” 

This might be called “retrieving” 
a presentation. From here, if your 
prospect is properly impressed, you 
can start all over again and reason 
the matter out in his vein of think- 
ing. This procedure will make it so 
evident that you are following his 
reasoning—that he has “shown you 








the light’”—that he will agree to 
your proposition with the impres- 
sion he has really “told you some- 
thing” about your own business. 





No Failure in Selling 





Remember, there is no such thing 
as failure in selling. Somebody 
wins. Either you sell your prospect 
on the idea that he needs your 
product or service, or he sells you 
that he does not. Or, possibly your 
competitor profits from your fail- 
ure. 


Be Clear | 





Be certain that your presentation 
is so simply and clearly made that 
there is no opportunity for mis- 
understanding. Plain Anglo-Saxon 
words will do it—extra flourishes 
only serve to confuse and cause 
suspicion. 

Be sure to be accurate. Use your 
prospect’s correct name, and, if 
you have occasion to write it, write 
it as he does, exactly. It is his 
name, and he is just as proud of it 
and particular about its proper use 
and spelling as you are about your 
name. 


] 


Be Observing | 





Many a profitable sale has been 
picked up because of the ability to 
be observing. 
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We recall an instance of an LP. 
Gas truck driver-salesman who 
missed the opportunity of making 
as much in commission on one call 
as his entire day’s pay for delivery 
work, as the result of not being 
alert and observing. 

In the first place, he over-filled 
the customer’s storage tank, which 
was a violation of delivery rules, 
This necessitated a 54-mile round- 
trip by the firm’s safety-service 
man. While the latter was correct- 
ing the error of the truck driver 
he learned through conversation 
with the customer that she was in 
the market for a furnace installa- 
tion. He made a survey of the 
house, recommended a certain type 
and make of equipment and re 
ceived the order. 





SELL SERVICE! | 


= 





“Price,” alone, is the poorest sales 
argument in the world. It opens 
the door to the sale of inferior 
merchandise and the salesman who 
relies on it falls short of his own 
possibilities, reduces his opportuni- 
ties, and, in the final analysis, loses 
the respect of the “price” buyer. 

Selling at prices that assure 
quality production, proper deliv- 
eries, and dependable service to all 
customers at all times is the only 
selling that will increase the busi- 
ness of your firm and assure your 
customer of a continuing and trust- 
worthy source of more such prod- 
ucts and service. If the buyer is 
not interested in these advantages 
his business is not worth having. 
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Give your BUTANE GAS INSURANCE 
the same special care— Enjoy the 
specialized service of PAN AMERICAN 
CASUALTY CO.,—specialist in 
complete LP GAS INSURANCE 


at Normal Rates* 
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FOLKS living back of the town line 

and summer cottagers holidaying 
far from gas mains and hydro lines are 
throwing away their axes and allow- 
ing their woodpiles to rot, thanks to 
new developments in the Canadian oil 
business. Fuel now is being delivered 
to many of them in bottles, easily 
hooked up to stove, boiler or refriger- 
ator. 

This emancipation from a tradi- 
tional rural chore stems from the ex- 
pansion in Canada of an industry 
which in the United States has multi- 
plied almost 50-fold over the past 15 
years—the manufacture of liquefied 
petroleum gas. 

It’s not hard to see why demand for 
this baby of the Canadian petroleum 
industry is growing by leaps and 
bounds in areas beyond the end of the 
big gas mains. From almost zero in 
1945, the number of rural domestic 
customers has jumped to over 35,000 
in Canada. This is just a drop in the 
bucket, officials say. Many times that 
number would be users if the gas and 
distribution facilities were available. 
Consumption rate in Canada is ex- 
pected to parallel that in the United 
States, where number of domestic 
consumers leaped from 5000 to 6.5 
millions in 20 years. A market re- 
search made recently by a Hamilton 
company indicates over 600,000 po- 
tential family users in Ontario, alone, 
beyond the gas mains. 

Although bottled and introduced 
for the first time to the domestic 
market just before the war, scarcity 
of steel cylinders and gas ranges dur- 
ing the war deferred its full-scale 
exploitation in Canada until 1947, 





Bottled Gas Ends Wood Chopping 


For Canadian Farmers 


By PHIL GLANZER 


‘ 

An average family will consume 
about four or five of the 100 Ib. cyl- 
inders of gas a year for cooking alone, 
If water heating, refrigeration, or 
even space heating is added, consump- 
tion may double or even treble, but 
costs do not increase proportionately 
since gas rates are often on a sliding 
scale according to volume. Average 
cost to the average rural family user 
in Ontario works out around $9 a 
cylinder; or about $3-$3.75 a month 
for cooking purposes. 

Cost to the large-scale industrial 
user—and this is still the biggest 
market in Canada—is much lower. 

Though officials see the great, vir- 
tually untapped rural areas of Can- 
ada as affording almost unlimited 
market potential in the years ahead, 
the biggest selling stress at the mo- 
ment is on those areas not served by, 
but adjacent to, gas pipelines—sub- 
urban, merging-into-country areas. 
Residents of these areas are acquaint- 
ed with what gas can do and are easi- 
est to sell. The distribution problem 
isn’t as difficult either. 

This is one big reason why officials 
aren’t too worried by the indicated 
large-scale construction of natural 
gas pipelines in Ontario and West- 
ern Canada over the next few years. 
These lines will tap urban markets 
and at the same time help to stimulate 
sale of propane in rural areas, they 
think. Although increasing rural el- 
ectrification programs pose a big com- 
petitive threat, propane salesmen find 
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a continuing high demand for their 
product for cooking in electrified 
areas, as well. Most of Imperial Oil’s 
recent propane market in Ontario has 
been in electrified areas. 

Up to 1947 biggest market expan- 
sion had been in Alberta where there 
already existed some familiarity with 
gas as a fuel because of the adequate 
local supplies and also because of 
very heavy usage of the product in 
the border states of the United States. 


One Plant Has Big Production 


The first and largest propane re- 
covering plant in Canada—that of 
Western Propane Limited, in Turner 
Valley—has a daily production cap- 
acity of about 20,000 imperial gallons. 
It has been in operation only since 
1948. Imperial Oil’s new $6-million 
gas conservation plant in the Leduc 
field, Alberta, was scheduled for pro- 
duction in August and will turn 
out both propane and butane gases 
recovered from producing oil wells. 
Domestic market expansion in the 
Ontario area has been rapid since 
spring, 1947, when Imperial Oil es- 
tablished propane service in the 
Toronto and surrounding areas. Both 
Shell and British-American Oil are 
active mainly in the utility and in- 
dustrial market. 

Up to this year most of the propane 
has been imported from the United 
States—from 3.7 million gallons in 
1942 this had risen to an estimated 
65 million gallons in 1948, mostly for 
industrial and utility markets. 

A new Imperial Oil liquefied petro- 
lum plant at Sarnia is expected to 
make available larger quantities and 
greater development in the Ontario 
tural market. Quebee and New Bruns- 
wick both report rapid strides in ex- 
pansion of propane sales in the dom- 
etic market. In predominantly rural 
Saskatchewan one company alone— 
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Hugh Gas Ltd.—has 200 dealers es- 
tablished throughout the province. The 
company reports sales expanding 
steadily and outlook is bright. 

Industry is an increasingly impor- 
tant user of propane. It is estimated 
that industrial and utility applica- 
tions account for about 75% of the 
total consumption in Canada. One bak- 
ing plant on the outskirts of Toronto 
is using as much as would supply a 
town of 15,000 to 20,000 people annu- 
ally. Here absolute uniformity of heat 
is an all-important factor. In glass 
works, steel mills, ceramic plants, and 
textile mills, use of propane gas is 
expanding rapidly. National Propane 
Co., Hamilton, Ont., and its subsid- 
iary, McLean Gas Products Ltd., is 
one of the largest suppliers in bottled 
form to the industrial market. 

A growing number of gas utility 
companies in Canada are using pro- 
pane gas to supplement their own in- 
adequate supplies of manufactured 
gas. In these cases the high burning 
quality propane gas is usually mixed 
with air, then in turn mixed with 
manufactured gas and distributed 
through existing gas mains. Union 
Gas Co. of Canada has been using 
propane for several years to help sat- 
isfy high customer demand in winter 
months. This past winter, Consumers 
Gas of Toronto installed 16 storage 
tanks with capacity of 400,000 gallons 
of propane. This, mixed with the 
company’s own gas, will bring daily 
peak load to 35 billion cubic feet. 

The use of propane as an auto- 
motive fuel is creating considerable 
interest among commercial vehicle 
users in Western Canada. Already, 
more than a score of trueks in Al- 
berta have been converted to this type 
of combustion, and a bus of the Ed- 
monton Transit System has been op- 
erating on propane for several 
months. 
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Making Collections 
Without Making Enemies 


By ERNEST W. FAIR 


HERE was once a standard collec- 

tion practice of scaring the lagging 
debtor to the point of near apoplexy, 
recognized as the best and surest 
method of collecting slow accounts. 
Threats of violence and of turning 
loose the long-fanged hounds of the 
law were commonplace. 

Today the LP-Gas dealer who tries 
such collection methods will lose the 
good will that is the bedrock of his 
business. A sound collection policy, 
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It was once standard collection pro. 
cedure to scare the lagging debtor to 
a point of near apoplexy. 


on the other hand, is the side-kick of 
good selling and will create satisfied 
customers, new friends, and increased 
sales. 

Collections are once again a prob- 
lem and they may get tougher in the 
days ahead. Dealers throughout the 
country have devised methods to 
handle this problem and from these 
methods now being used successfully, 
have been selected 12 points on “how 
to collect without getting tough.” 

Both the dealer and his salesmen 
should have a knowledge of these 
procedures. Together they should dis- 
cuss each account and determine the 
course of action. 

1. Understand the account first. 
This is the advice offered in every 
instance. There are many reasons why 
people fail to pay their accounts. 
Good collection procedure calls for 
first finding out the reason for the 
failure to pay and then taking steps 
adapted to that reason. 

2. Convert open accounts to install- 
ment contracts. Customers who have 
been large buyers’ on open accounts 
and who have always met their bills 
may suddenly find themselves with 
reduced incomes and unable to meet 
a large accumulated debt. Whenever 
possible, depending upon the nature 
of the goods sold, a suggestion should 
be made that an installment contract 
(which can be sold at a bank or 
finance company) would be the way 
out of the current difficulty. The cus- 
tomers are usually agreeable. 

3. Refinance high-payment  con- 
tracts. Defaulted installment con- 
tracts calling for large monthly pay- 
ments can be refinanced. The balance 
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Wilcolator's revolutionary 


pee INDICATOR 


for GAS RANGES 


is all set to STEP UP 
SALES. for YOU 


Now. can offer gas ranges with 


oven-heat control that automatically signals 
when the oven is ready for use. 


It’s the hottest news in the range business! 


With the development of Wilcolator’s 
exclusive new “Oven-Reddy”, gas ranges can 
provide the important preheat indication 
that proves a boon to busy cooks, veteran 
or novice... the feature that has hitherto 
been available only on electric ranges. 


There’s no longer any need to guess, 
reckon or “have a hunch” about a gas oven 
being sufficientiy preheated. When oven 
heat reaches the cooking temperature call- 
ed for by the dial setting, the Wilcolator 





precision cooking 
at a touch 
of the finger tips ! 
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signals by lighting a pilot 
lamp. The result is easier operation for the 
cook, time saving and fuel saving too. 


“Oven-Reddy” 


Here’s a revolutionary gas range im- 
provement that will appeal tremendously 
to every one of your prospects...a sales- 
clincher that will speed turnover. 


Lighten your selling effort, and brighten 
your profit picture, by making sure your 
manufacturing sources supply you with 
ranges that are equipped with the new 
Wilcolator “Oven-Reddy” . the control 
that does a complete job. 


The Wilcolator Company 


ELIZABETH, NEW JERSEY 









due on such contracts can be cut 
down to small monthly payments 
over a longer period. This method 
keeps the customer happy, preserves 
his self-respect, and leaves the door 
wide open for future sales when the 
customer is in a _ better financial 
position. 





When collecting, assume a friendly at- 
titude—be personal. 


4. Be personal in collecting. Form 
letters have many virtues and should 
not be discarded, but they have be- 
come so standardized that in many 
cases they mean nothing to the per- 
son who receives them. Taking the 
same collection letters and turning 
them into personal letters will in- 
crease their effectiveness. 

5. Don’t be afraid to ask for your 
money. Far too often it is felt: that 
customers will be angered by per- 
sonal requests for payment of slow 


It is amazing how many people don't 
know the answers to the simplest credit 
. problems. 
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accounts. Friendly requests for pay. 
ment of bills seldom lose customers, 
6. Help customers with their finan. 
cial problems. It is amazing how 
many persons have no understanding 
of the simplest methods of getting 
themselves out of financial straits, 
Often the dealer or salesman can 
explain to such an individual how he 
can pool his , bills in one bank or 
finance company loan on a monthly 
reduced payment basis. A _ little 
friendly discussion with a customer 
and a proposal of plans can win his 
good will and result in the eventual 
collection of his lagging account. 


7. Attempt to forestall the “can't 
pay” time. This should be a definite 
part of every firm’s credit program. 
If a customer can be kept from ac- 
cumulating too large a load he will 
not be lost as a customer and a 
friend. Most salesmen know a good 
deal about their customers. Dealers 
have their own sources of informa- 
tion. When total obligations are out 
of proportion to ability to pay, it is 
time to adopt ways and means of 
handling that particular case. 

8. Avoid half-way measures. The 
most fruitless of all collection meth- 
ods is the half-way procedure. If a 
collection policy is decided upon for 
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BRILLIANT FIRE Catalog No. 50 Lists The Complete 
Line . . . Winter Air Conditioners, Forced Air Circulators, 
3-Way Circulators, Lowboy Circulators, Little Giant Circu- 
lators, Radiant and Utility Heaters, Heat-Lite and Radiant 
Logs, Wall Heaters and the deluxe Gas-Coal Basket. Get 
your copy Now. 
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If a collection policy is decided upon— 
follow through! 





certain individuals it should be fol- 
lowed through. Good collection pro- 
cedures are firm and determined, 
never wishy-washy, and must always 
be designed to convince the customer 
that a statement, decision, or policy 
will always be backed up. 

9. Appeal to the sense of fair-play 
in the debtor. Most Americans have 
an inborn sense of “fair play” and 
are loathe to take advantage of any- 
one else. A lot of slow-pay customers 
fall into this classification. The trou- 
ble is they never stop to think of how 
unfair their position is. Sometimes a 
personal appeal or letter playing up 
this point and bringing out the posi- 
tion in which the store is placed 
when accounts remain unpaid, will 
bring about a speedy settlement 
where other methods fail. 

10. Use after-hours for collections. 
Difficult collections can be made in 
the evening when the problem can be 
discussed with both husband and wife 
in their own home. In some cases, 
“the boss” can collect more effectively 
than any member of his staff. Some 
people prefer to handle such things 
with the head of the firm. 

11. Look for swap-out possibilities. 
One dealer collected an account from 
a customer who was an amateur man- 
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ufacturer of novelties in wood by 
displaying and selling some of his 
creations in the store until the 
account was settled. Another ¢ol- 
lected from a plumber by having him 
do a friend’s job, collecting from the 
friend and crediting it to the plumb. 
er’s account. Such an opportunity 
may exist where customers who are 
willing to pay, are unable to do s0, 

12. When legal collections are nee. 
essary, use the right agent. A 
friendly and understanding lawyer 
can collect much more successfully 
and is more likely to hold customers 
than the type who marshals all of 
the fearsome threats of the law. Some 
lawyers are gifted with the ability 
to collect accounts without making 
enemies. Search out that man in the 
community and let him do the col- 
lecting! 





As a last resort, look for swap-out possi- 
bilities. 


All of the foregoing suggestions 
are designed to speed collections and 
hold customers. The dead-beat of 
today can be the good-pay customer 
of tomorrow. Experience proves that 
it very rarely pays to “get tough” 
at collection time. 


Experience also shows that an. 


intelligent collection policy not only 
holds profitable customers but in- 
creases sales! 
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You'll have less 
sales resistance 


because II'S BUILT 
RIGHT AND PRICED RIGHT 


Give customers what they want, 
and you make sales. Reznor gas 
unit heaters do just that with. 
graceful design, attractive fin- 
ish, full automatic safety fea- 
; tures, and easy serviceability. 
! If you're not selling Reznor 
heaters today, write at once, or 
, see your Reznor Distributor. } 


REZNOR MANUFACTURING CO. 
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Propane-Burning Tractor Performs 


For lowa Crowd of 50,000 


NE of the largest crowds ever 
O to watch LP-Gas-fired farm 
and construction equipment in ac- 
tion attended the national soil con- 
servation field day at Zearing, 
Iowa, in September. An estimated 
50,000 persons attended the event, 
at which a propane-burning Allis 
Chalmers WK _ track-laying type 
tractor assisted in the building of 
a dam on the Dakins farm, near 
Zearing. z 
Biggest feature of the day-long 
field day was the replacement of 
an old, errosive drainage system 





on the big farm by a new dam 
that will conserve soil, aid irriga. 
tion of crops, and provide a lake 
and recreation area for Zearing 
citizens. The “Iowa Farm and 
Home Register” sponsored the 
field day, which annually receives 
national attention, 

This year’s show carried on the 
program’s general aim to point up 
the economies of soil conservation, 
but greatest interest centered in 
the use of LP-Gas for power in 
the heavy duty tractor. The illus- 
trations this year threw the spot- 


Still exhibit of LP-Gas-burning tractors and farm equipment at the Iowa show 
which pulled 50,000 visitors. 
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A 2-cylinder installation on a track-laying tractor pulling heavy grading equipment. 


light on the Dakins farm, where 
ditch filling and seeding, terracing, 
tiling of soil, and building of new 
waterways and a dam were Car- 
ried out in one day. In addition 
to the practical demonstration, a 
large display of new machinery 
and demonstrations of the latest 
harvesting and storage methods 
were held. 

The face-lifting of the Dakins 
farm, including the construction 
of the 340-foot dam, regained 
about seven acres of tillable soil 
from what had been wasteland. 
The farm’s annual income will be 
increased by an estimated $1000 


annually by the conservation meas- 
ures taken. 

Much of the work was accom- 
plished by the Allis Chalmers trac- 
tor, owned and operated by John 
Knudsen, a contractor of Albion, 
Iowa, which is powered by propane 
furnished by Superior Supertane 
Co., Marshalltown. Valley Indus- 
tries, Mt. Pleasant, Iowa, through 
Sales Manager Floyd A. Woollis, 
installed a Garretson carburetion 
system on Mr. Knudsen’s tractor. 
Using propane, Mr. Knudsen has 
reported a saving of about 50 
cents an hour in operating his 
tractor on LP-Gas. 


Pawe 
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Mr. LP-Gas Dealer! 





$5 Buys What 
at DIX? 


Write for full details, 
it’s to your advantage. 


Dix Manufacturing Co. 


3447 E. Pico Blvd., Los Angeles 23, Calif. 
Export: 301 Clay St., San Francisco 











Santa Fe ‘‘Custom-Built’’ 
LP-Gas | Tractor & Truck Tanks 







Santa Fe "Custom-Built” 
LP-Gas Tanks are available 
for any Tractor or Truck 
requirement. Designed for 
fast, simple and inexpensive 
installation. Many stock models available, 
including brackets—others fabricated to speci- 
fications. Licensed and bonded in states where 
required. Tanks comply with N.B.F.U. require- 
ments, U. L. approved valves—-excess flow 
protection. Highest standards of engineering, 
materials, and workmanship. 


Write for specifications and counsel. 


Engineering & 
Santa J © Equipment Co. 


3814 Fruitland Ave. « Maywood, Calif. 















100 


Valley Industries has recently 
added a new line of permanent 
tank-type installations using eithe 
vapor or liquid withdrawal for 
farm tractors, and Mr. Woollis 
sees the power market as one of 
the company’s biggest LP-Gas 
sales potentials. The company js 
the distributor of the Garretson 
carburetor in 10 upper Mississippi 
states. 


Power Notes 


From many cities and districts over 
the country come reports of increas- 
ing interest in the use of LP-Gas for 
motor passenger buses. 

The Kansas City (Mo.) Public 
Service Co. has announced it will con- 
vert about half of its fleet of motor 
buses to propane. Albert H. Wood, 
company representative, states that 
in the next few weeks 114 of the 
company’s 288 buses will be changed 
over and that 30 new coaches, burn- 
ing propane, will be added. 

e 


The San Antonio (Texas) Transit 
Co. has ordered 30 propane buses for 
delivery yet this year. In addition, 62 
of its present buses will be converted, 

e 


The Kerrville and Continental bus 
lines are trying out propane for fuel 
on intercity Texas schedules. 

* 


Propane conversion of bus engines 
was a major topic at the Texas Motor 
Bus Assn.’s convention in Austin, 
Nov. 6-7. 

e 


The Hyde Hub City Lines, long 
time operators of LP-Gas buses in 
Aberdeen, S.D., report a savings on 
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ONLY LPG VAPOR OR 
LIQUID SPUD IN 
CONVERSION 


... with Economizer 
automatically providing a lean, 
economical mixture for medi- 

um loads and rich, power- 
ful mixture for 
heavy loads. 


Write for Descriptive Literature 


J. & S. CARBURETOR CO. 


2634 N. BECKLEY DALLAS, TEXAS 
L. P. Gas Conversions Since 1934 








Ln 


FOR BETTER FOR BETTER 
PERFORMANCE CONVERSIONS 


Dustot on 


D 
ouran Al (SASPtOran« 


NATURAL GAS 





Carburetion Conversion ; 
Equipment Make every conversion a better in- 
stallation by using an Ellis Manifold 

designed especially for LP-Gas. Your 
customers will find they get more 


Conversion Equipment For All power and mileage ... and you will 


Internal Combustion Engines. get more customers. 
Ellis “Bu-Power” Manifolds have been 
i tested and proven by hundreds of suc- 


be | Bem enenn 
* 1109 Santa Fe Avenue ELLIS MANIFOLD CO. 


© tes Angeles 21, Calif. : 1708 S. Soto St., Los Angeles 23, Calif. 
ai ceoa. 


“ne 


Stand-By Plants — Bulk Stor- 
age Plants—Carburetion and 
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fuel costs of from 30 to 40% for op- 
erations during the last five years. 
There were also maintenance cost re- 


ductions totaling 15%. Number of 
buses used: 20. 
® 
The Capital Transportation Co., 


operator of the city bus system in 
Little Rock and North Little Rock, 
Ark., will put propane-operated buses 
on some of its routes. The company 
has ordered 15 propane motor coaches 
from the Twin Coach Co. and proba- 
bly will convert 25 of the present fleet 
of gasoline buses to propane fuel. The 
new coaches will cost $15,380 each. 

Company engineers estimate that 
propane-operated buses will save ap- 
proximately $920 per coach annually 
in fuel costs in comparison to present 
gasoline-operated buses. The com- 
pany will construct a 30,000 - gallon 
bulk propane station at a cost of 
$15,000. 













LP.Gas 
Regulator 


INVESTIGATE! Ne 
kit for LP-Gas or 


Gasoline. Can he used 
on any LP-Gas carburetion unit. Change is 
made by a flip of the switch from the dash. 


10600 Prairie Ave. 
Inglewood, Calif. 








Cyclone Equip. Corp. 





102 








The Transit Co., of Atlanta, Ga,, 
announces that it has started a series 
of tests with a bus using propane. 

The propane-propelled unit has al- 
ready gone in regular service and will 
remain in use for a month. 

If the test comes out like company 
officials expect, most of Atlanta’s 
136 gasoline buses will be converted 
to use the new fuel, John Gerson, vice 
president of the company, states. 


6 
Even S. C. McIntosh, Texas Rail- 
road Commission director, is plan- 
ning to convert his private car to 
LP-Gas. 
a 
Dr. Leonard Raymond, of the re- 
search and development department 
of Socony-Vacuum laboratories, told 
members of the Society of Automo- 
tive Engineers recently that rising 
operating costs in the bus industry, 
the availability of engines with 
higher compression ratios, and a 
ready supply of LP-Gas are all in- 
strumental in arousing interest in the 
current trend toward conversions. 
« 


Chicago has installed 100,000 gal- 
lons of bulk storage for its new pro- 
pane-powered buses. Other cities 
which have installed storage are San 
Antonio and Galveston, Texas; Oma- 
ha, Neb.; Wichita, Kan.; and Fargo, 
N. D. 


2 

The Boyton Cab Co. in Milwaukee 
is starting to convert 279 of its Yel- 
low taxis to propane (see story in last 
issue), and the Green Bay, Wis., Pub- 
lic Service Corp. has mode the first 
changeover on a fleet of 60 buses. 

® 

The Galveston Transportation Co., 
Galveston, Texas, has recently in- 
stalled propane gas systems in four 
of its city passenger buses. If these 
operate to the satisfaction of com- 
pany officials, 16 more will be con- 
verted. 
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: These units are built on a production line basis 
t and have satisfactorily met the needs of dealers 
1 in most states. Numerous companies have dis- 


; posed of heavier equipment and have replaced 
entire fleets with this lighter weight unit. 

As an additional service we are able to furnish 
most types of new truck chassis, usually at a 
saving. This enables a dealer to select a truck 
and tanks of his choice, completely equipped 
and ready to drive away. Two to three days is 
necessary for mounting tanks when truck chassis 
is furnished by the customer. 


| TRACTOR TANKS 


| Oliver 88 Tractor Picture shows cus- 
| tom built tractor tank replacing gas- 
| oline tank. Trac-tor Custom tanks are 
| complete with brackets and _ fittings. 


Se ee we 


Write for tank prices covering all 
popular models of tractor and motor 
fuel equipment. 








‘D Deluxe Model Twin Barrel Truck Unit 








| 

| Manufacturers of Fine LP-Gas Equipment 
| P.O. Box 519 * Denton, Texas 
| Motor Fuel Tanks © Domestic Tanks * Spheres © Truck Tanks * Tractor Motor Fuel Tanks 


Production Built 
Production Priced 


Two Recessed Relief 
Valves in Each Tank 


Exceptionally Well 
Balanced 


No Frame Reinforcing 
Necessary 


Motor Fuel Tank in 
Rear Well Protected 


Minimum Weight 


Maximum Pay Load 
1250 to 1800 Gal. 


Prices and Complete 
Specifications on Request 





North Texas Tank Co. 






¢ Phone 146-1323 
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LP-Gas 
Filling 
Station 
Directory 





Owners of LP-Gas filling stations all 
over the United States, Canada, and Mex- 
ico are urged to send information con- 
cerning their locations and services to 
BUTANE-PROPANE News, 198 S, Alvarado 
St., Los Angeles 4, Calif. 

These names will be compiled later in 
book form and distributed to trucking 
firms and individuals who wish to patron- 
ize such filling stations. There is no 
charge for such listings. 

Information furnished should include 
station name, street address or highway 
number, nearest town, owner’s name, and 
kind of services offered. 











NEW YORK 


Peekskill 
Burnwell Gas Corp. 
Lower South St.—1 blk. S. Hwy. 9 
K. Katzowitz, treasurer 


NORTH CAROLINA 


Fayetteville 
N. C. Butane Gas Co. 
15 A South 
Open 8 a.m. to 5 p.m. 
Graham 
Green’s Fuel Gas Service 
W. Elm St. 
Conversions; 
Open 24 hrs. 
Night phone: 63777 
James C. Swanner, owner 
Sanford 
Fenstamacher’s Gemgas Co. 
Hwy. 60—3 mi. N. of city 


service 
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OHIO 


Kent 
Servagas Co. 
KE. Howe Rd.—RD No. 4 
Conversions 
W. H. Heasley, owner 


PENNSYLVANIA 
Harrisburg 
Suburban Gas Service 
Hershey Hwy.—Route 
Phone: 4-1067 & 383-2823 
B. B. Stroud 


422 


SOUTH CAROLINA 

Estill 

Estill Gas Co. 

216 E./S. Railroad Ave. 

Conversions 

J. L. Peeples, owner 
Sumter 

James F. Burns Station 

Hwy. 76 

James F. Burns, owner 


TENNESSEE 

Chattanooga 

Butane Propane Gas Co. 

1930 Dayton Blvd.—Hwy. 27 

R. W. Williams, owner 

Natural Gas Service Co. 

Compress St. off Manufacturers Rd. 

Conversions; service 

W. H. Cheney, mgr. 
Cookville 

Upper Cumberland Gas Co. 

W. Spring St.—Hwy. U.S. 70N 

Conversions; service 

Open 24 hrs. 

Paul G. Clark, mgr. 
Goodlettsville 

Trojan LP-Gas Co. 

Hwy. 31E & 41 

Cecil B. Nellessen, owner 
Humboldt 

American Gas Corp. 

U.S. Hwy. 78 

Conversions 
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WALL HEATER VENTING 


NOW 


e SAFE 
e EASY 
e SURE 


with 
UNDERWRITERS’ 
LISTED 


QC METALBESTOS 
WALL-VENT 


New double-wall, all-aluminum wall-vent 
assures cool walls and positive safety 
even when installed 3/g inch from com- 
bustible walls — a provision specifically 
listed by Underwriters’ Laboratories, Inc. 













QC Metalbestos Wall-Vent is easily, 
quickly installed in 2” x 4” walls without 
the expense of furring, metal sheathing 
or thicker studding. 





Write today to Dept. M 


METALBESTOS pivision 
WILLIAM WALLACE CO. 


BELMONT, CALIFORNIA 
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HE increasing interest in the use 
of butane and propane for internal 
combustion engine use is evidenced by 
many inquiries regarding problems of 
higher compression and changeover 
requirements which are received every 
month by BUTANE-PROPANE News. 
The following letter is typical of 
one kind of inquiry and the informa- 
tion given in the answer will be of 
interest to many facing similar. sit- 
uations. 


The Question 
Gentlemen: 
We would like to know how much 
can be milled off a set of heads on a 








Gains Power with High Compression 


1947 Ford V-8 100-h.p. motor. The 
present compression ratio is 6.75:1, 
and we would like to raise it as high 
as possible without running into trov- 
ble with it from overheating by using 
the original cast iron heads. 

This motor is already changed over 
to butane with standard equipment 
and at present the gas mileage has not 
been very satisfactory. We would like 
to know how much this would increase 
the horsepower and gas mileage. 

M.C.E. 
Illinois 


The Answer 
Milling 1/16” off the heads of the 
1947 Ford engine will give a com- 





This Minneapolis-Moline tractor is factory-equipped to burn propane. 
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pression ratio slightly over 7.5:1, 
which is as high as you should under- 
take to make it. Before cutting the 
heads, measure the thickness of the 
metal through the water holes on the 
side which goes down next to the 
block. If the metal is less than 3/16th” 
thick, the head will be weakened too 
much, and it should be exchanged for 
one which is thicker. You can prob- 
ably pick one up at a wrecking yard 
which will be satisfactory. 

After milling, lay the heads in their 
regular position on the blocks without 
gaskets, and without bolting down. 
Turn the engine over to see if the 
pistons strike the heads. They will 
probably raise the heads slightly, and 
if so, you will need to make a curved 
cutter, with the same contour as the 
piston tops, and cut out a spot above 
each cylinder to provide the necessary 
clearance. Make them all alike, and 
take out only the amount necessary to 
clear the pistons without a gasket. 
After gaskets are installed and the 
heads are bolted down, you will have 
adequate clearance for any deposits 
which form as the result of operation 
on butane. 

There is no possibility of running 
into overheating as the result of rais- 
ing the compression. Actually, it is 
the other way around. The high com- 
pression engine runs cooler. Just be 
sure not to cut the heads too thin. 

Raising the compression as indicat- 
ed above should show a gain in per- 
formance of about 10%. The gain in 
miles per gallon should be a little 
more than that. In some types of serv- 
ice it might be above 20%. Be sure 
that the ignition timing is correct. 
After raising the compression, the old 
rule will not apply. Set it on the road 
by adjusting the external adjustment 
on the distributor to give the best 
possible acceleration. 

Unless the compression is raised, 
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some loss of miles per gallon is to be 
exvected when changing to butane. It 
contains about 25% less heating value 
per gallon than gasoline, and it takes 
heat to make power. Careful adjust- 
ment of the carburetor and ignition 
timing, and the raise in compression, 
will generally make a very creditable 
showing, besides improving the per- 
formance. It has-been the general ex- 
perience that if you give a man more 
power, he is much less critical about 
miles per gallon, and the steps which 
give the extra power raise the mile- 
age to an ecceptable figure. 


C. E. ASHLINE 


PROPANE POWER 
CONVERSIONS 








Gas Heat, Inc., northwestern dealer, is 
making hundreds of engine conversions 
under direction of C. E. Asheline. 


Twelve Dispensers Go to Italy 


Twelve filling station dispensing 
units for transferring LP-Gas are be- 
ing shipped to Italy. They were made 
by Parkhill-Wade, Los Angeles. 
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A new transport truck, built by Butler Manufacturing Co., and recently put on the road 

by Collins & Ryan, Millsboro, Del. The dual tanks carry 4800 gals. water capacity or 

3970 net gals. of propane. Tank truck is used to haul fuel from the refinery to the 
company’s bulk plant at Millsboro. It operates day and night. 


More Bulk Storage Added 
By Collins & Ryan in Delaware 


Already one of the largest plants 
and service departments on the East- 
ern Shore, Collins & Ryan, Millsboro, 
Del., recently added a 3970-gal. pro- 
pane transport truck to haul fuel 
from the refinery to the bulk plant. 
The company plant, designed, engi- 
neered, and built by the Sun Oil Co., 
has a private railroad siding which 
can hold 11 cars at one time. The 
storage plant has a capacity of 
100,000 Ibs. of gas. 

The main retail store of the com- 
pany is a three-story building offer- 
ing both appliances and furniture. A 
separate service department is main- 
tained for each type of gas and elec- 
tric appliance handled by the com- 
pany. 

According to Charlie W. Coul- 
bourn, plant manager, the new bot- 
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tled gas plant refills eight tanks of 
gas at one time and has an operating 
average of a tank a minute. After 
filling, the tanks move on a tur- 
table for painting and _ stenciling. 
Periodically all tanks pass through 
the company’s cylinder testing equip- 
ment, recording the test outcome on 
each tank. 


Delivery Truck Specially 
Fitted for Cylinder Filling 


The accompanying picture shows a 
bottled gas service truck recently put 
into operation by Blue Flame Butane 
Gas, of Dallas, Texas, of which James 
E. O. White and W. D. Ables are the 
owners. 

The truck, a one-ton Chevrolet, is 
especially designed to serve bottled 
gas to tourist courts and _ trailer 
camps. A desirable feature of the 
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truck is that it is equipped with a 
Krug pump which pumps propane 
into the cash-and-carry cylinders and 
also a Fairbanks-Morse, folding, le- 
gal weight scale. The scale folds 
down and slides on a track. It can be 
pulled out and unfolded when needed 
and slid back into permanent position 
when the truck is ready to depart. 
These features permit a cylindér to 
be filled from the tank and weighed 
right before the eyes of the customer. 
Dalworth Tank Co. constructed the 
truck body and fabricated the tank. 

Customers in 40 tourist courts and 
trailer camps in Dallas and 30 in Fort 
Worth are serviced by the truck. The 
driver (D. M. Young is shown in the 
picture) maxes a practice of taking 
lollypops and all-day suckers with 
him on his route. Kids in the tourist 


» oe 








courts and trailer camps flock to the 
truck whenever it arrives. 

James E. O. White says that he 
personally drove the truck one day 
over the route. But he forgot the 
lollypops. At the first trailer camp 
the kids began to gather in anticipa- 
tion. Mr. White didn’t discover what 
they were murmuring about until he 
heard one kid tell another, “This is 
the right truck all right, but it has a 
new driver.” Sensing difficulty, Mr. 
White walked quickly to the nearest 
highway grocery, tucked a box of 
lollypops under his arm and returned 
to greet the smiling kids. From that 
day until now, Mr. White buys lolly- 
pops in quantity and has made them 
as much a part of the truck as the 
tank. 





Truck driver operating Krug hand pump for filling small bottles, 
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Revant-colged petroleum gas dealers 
handling anhydrous ammonia will 
be interested in a paper prepared by 
Phillips Petroleum Co., Bartlesville, 
Okla., which discusses the relative 
capacities of propane and anhydrous 
ammonia relief valves. 

Space permits use of only the fol- 
lowing introductory statement to the 
technicalities that are set out in the 
article. Those interested in further 
details may address inquiries to the 
above named company. 


Relative Capacities of Propane and 

Anhydrous Ammonia Relief Valves 

For Storage Tanks in Which the 

Pressure Build-Up Must Not Exceed 
300 Psi Gauge 


By H. R. ZEIGLER and E. E. RUSH 
Chemical Engineering Dept. 
Phillips Petroleum Co., Bartlesville Okla. 


Comparison of propane and anhy- 
drous ammonia relief valve capacity 
requirements has been worked out 
by three methods. 

One method, based on differences 
in latent heats and specific volumes, 
shows ammonia valves need to have 
41.1% of the capacity of propane 
valves, other things being equal. 

Another method uses Fetterley’s 
formula as a vehicle to compare re- 
lief valves; and in addition to the 
above property differences, it takes 
into account the slightly different 
liquid temperatures at discharge 
conditions. This method indicates 
that the ammonia valve discharge 
requirement is 42.5% of the propane 
valve requirement. 

The third method of comparison 
utilizes’ the formula which is the 
hasis far relief valve capacities as 
published in the current edition of 
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Propane, Anhydrous Ammonia 
Relief Valves Compared 


NBFU Pamphlet No. 58. This meth- 
od indicates that the ammonia valve 
discharge requirement is 39.2% of 
the propane valve requirement. 

The writers believe that the third 
method of comparing valves is the 
most reliable method and that the 
first and second methods support it. 
A suitable ammonia tank relief 
valve can be selected by referring to 
the table, Appendix A, NBFU Pam- 
phlet No. 58, Edition of 1947, under 
the column headed “Container Type 
200.” The necessary ammonia valves 
would have 40% of the capacities 
shown in this column for correspond- 
ing “D” times “U” valves. 


AGA Laboratories 
Celebrate 25th Year 


Twenty-five years ago, the Ameri- 
ean Gas Assn. Laboratories were 
founded in a small building rented 
from the East Ohio Gas Co. in Cleve- 
land, to assure gas utility customers 
appliances that would be safe, durable 
and efficient. Approval requirements 
that became American Standards were 
drawn up and adopted governing 
ranges, space heaters and_ flexible 
hose. Within two years the Laborato- 
ries’ National Safety Code had be- 
come an American Standard and in 
five years the Approval Requirements 
committee had become a sectional 
committee of the American Stand- 
ards Assn. 

Since that date Laboratories Ap- 
proval Requirements committees have 
coordinated with almost every estab- 
lished national organization devoted 
to the protection and furtherance of 
the well-being of the public. 
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No. 2A Furnace: 

Bench type for plumbers, can 
be used in shop or field. 
Recommended by craftsmen 

- for all-around use, it is light- 

) weight, easy to handle. Will 

| produce approximately 2350° 


of heat. 








DECEMBER — 1950 






























No. 4B Torch: 
High speed torch designed for use in copper sweating. 
Excellent for field use, Lights instantly. Wheel-handle needle 
valve offers immediate control of flame. Develops 2450°F. 


All workmanship and materials fully guaranteed ! 





* In the SHOP 
* In the FIELD 
* On the FARM 





VERSATILITY is the big selling point 
of MUTUAL LP-Gas Plumbers’ Fur- 
naces and Torches. Designed for a 
wide range of uses by MUTUAL engi- 
neers, they have become standard 
equipment with Metal Workers, Con- 
tractors, Utility Crews, Farmers, Etc. 
Many craftsmen depend on Butane 
and Propane for fast, efficient heat. 
These include: Pairters, Tinsmiths, 
Jewelers and many others. 


MUTUAL'S easy-to-sell, easy-to-serv- 
ice furnaces and torches provide sub- 
stantial year-round profits for YOU. 
Investigate NOW by sending for our 
complete catalog. 






W 


LIQUID GAS EQUIPMENT CO., Inc. 
3600 WEST IMPERIAL HIGHWAY, INGLEWOOD, CALIF. 


















Wall Heater Vent 


William Wal- 
lace Co., Belmont, 
Calif. 


Model: QC Met- 
albestos Wall- 
vent. 

Description: 
Listed by. Under- 
writers’ Labora- 
tories as a Type 
B gas vent with- 
out restrictions, 
the vent can be 
installed safely 
within % in. of 
combustible 
walls. The new 
rectangular de- 
sign permits the 
vent to be placed 
within standard 
2x4-in. walls 
without the ex- 
pense of thicker 
studding, furring out, or providing 
metal sheathinz 

The inner flue pipe carries off hot 
combustion gase:; insulating air be- 
tween the double walls confines heat 
to the inner pipe and keeps outer 
aluminum casing and adjacent build- 
ing walls cool. Circulation is also 
created through air entering the ven- 
tilating holes, providing an addition- 
al cooling effect on surrounding wall 
surfaces. 

Furnished in 3-, 4-, and _ 5-ft. 
lengths, the Wallvent fits over the 
wall heater’s fue] nipple and extends 





WALLACE VENT 
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through the ceiling where the round 
adapter connects to standard Metal- 
bestos round pipe to make up the rest 
of the vent unit. 


Mobile Truck Crane 


Pitman Manufacturing Co., 300 W. 
79th Terrace, Kansas City 2, Mo. 


Model: Hydra-Lift. 


Application: Suitable for handling 
tanks and cylinders and for setting 
underground tanks. 

Description: Smooth, positive hy- 
draulic action enables operator to 
pick up and set down loads exactly 
where he wants them without slip- 
ping or over-swing. The boom swings 
in 180° are and speed of swing can 
be regulated by driver from the cab. 
The boom (which can be telescoped 
from 11 to 16 or 20 ft.) can be used 





PITMAN TRUCK CRANE 
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for straight line pull, and when in 
full upright position, can be used to 
load and unload off truck bed. Out- 
riggers are adjustable in height to 
allow for uneven terrain. 

Capacity of Hydra-Lift varies 
from 6000 lb. with the boom at 11 
ft, to 2500 lb. with the boom at 20 
ft. The crane requires only 35 in. 
of space behind the cab and can be 
installed on any type truck frame 
with a few bolts. 


Gas-Fired Boiler 
Hook & Ackerman, Inc., 18 E. 41st 
St, New York 17, N. Y. 
Model: Midget Hydrotherm. 


Application: Particularly suitable 
for modern convector and panel heat- 





HOOK & ACKERMAN BOILER 


ing systems. May be used in banks to 
heat multiple family dwellings and 
apartments of 3 to 6 rooms. 


Description: ihe line has a Btu in- 
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put rating of from 45,000 up to 250,- 
000 (single unit) and is AGA-ap- 
proved for all gases, including LP- 
Gas. The Hydretherm can also be 
used as a direct hot water heater to 
supply large storage tanks for resi- 
dential, commercial, and _ industrial 
uses. 





WOOD BROODER 


Flash-Tube Brooder 


A. R. Wood Manufacturing Co., 
Luverne, Minn., & Santa Cruz, Calif. 
Model: Flash Tube System. 
Description: Flash tubes are a new 
safety feature of the Wood radiant 
gas brooders. Each of the multi- 
burners is connected to all the others 
by flash tubes which guarantee all 
burners flashing into action from 
one pilot, should other pilots go out. 
The flash-tube system can be in- 
stalled on older Wood brooders. 


“Impakdriver™ 
H. K. Porter, Inc., Somerville, Mass. 
Model: Impakdriver. 


Application: } or tightening or loos- 
ening-screws, bolts, or nuts. 


Description: The Impakdriver util- 
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izes a cam principic that transfers the 
impact from a hammer’s blow into 
torque strength. Particularly useful 
for starting stubborn nuts, bolts, etc., 
that are rusted or frozen, the tool is 
also useful for working in hard-to- 
get-at places. 

Impakdriver is sold by itself or in 





PORTER IMPAKDRIVER 


sets with different combinations of 
bits and sockets for various sizes of 
screws, nuts, and bolts. 


Tube Bender 


Holsclaw Bros., Inc., 408 N. Willow 
Rd., Evansville, Ind. 

Model: Heavy Duty Handy Tube 
Bender. 

Application: Designed primarily for 
bending hard-temper tubing, steel and 
iron pipe for such industries as radi- 
ant heating, refrigeration, instrument 
control lines, chemical installations, 
plumbing, production, etc. 

Description: A practical portable 





HOLSCLAW TUBE BENDER 


tool for pipe and tube bending, it can 
be used bolted to a bench or pipe vise, 
The tool is light and durable with 
adequate reinforcements wherever 
strength is required. It is cadmium 
plated to resist rust. 

Made to fit to outside diameters of 
tubing in sizes %, %, %, and % in. 


Safety Valve & Pilot Burner 


General Controls Co., 801 Allen 
Ave., Glendale 1, Calif. 
Models: MR-5, %-in. Gas Cock 


Safety Valve and 260 Series Pilot 
Burner. 


Description: Designed with the 
consumer’s pocketbook in mind, the 
new products are precision-made to 
accommodate the requirements of 
adequate heating confrol, while pro- 
viding the means for absolute safety 
and low fuel consumption, it is re- 
ported. 

The pilot burner, designed on a 
smaller scale than other models, in- 
corporates a removable filter screen 
that assists in eliminating lint plug- 
ging. The special mounting bracket 
(for various types of. appliance in- 
stallations) holds both the burner 
and the thermocouple in secure op- 
erating relation to each other. 

The %-in. MR-5 gas cock safety 
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Reasons why it pays to keep your 
Butane-Propane Catalog handy! 


It's easier to use than ea filing system of sep- 
arate manufacturer's catalogs. A file in itself, 
it classifies and indexes each manufacturer's 
product for quick reference. 


Get faster deliveries by placing orders direct. 
Complete specifications eliminate the necessity 
of writing for further information. 


To locate a local source of supply, the Geo- 
graphic Index lists manufacturer's branch offices 
and distributors by state and city. 


Dealers in out-of-the-way places, frequently 
overlooked by a manufacturer's salesman,. use 
the catalog to demonstrate products they find 
hard to stock. , 


A dependable buying guide because it lists 


quality products made by reliable manufac- . 


turers. 


Always up-to-date because it is revised every 
year to include the latest figures on new 
products and changes in the old. 


Helps to sell a customer who insists on buying 
a product you do not have in stock, by demon- 
strating the merits of the product with the 
illustrations and descriptions in each catalog. 


Helps to explain features and operating prin- 
ciples to your customers by referring to the 
cut-aways and diagrams in the catalog. 


Helps you to choose wisely by comparing the 
merits of each product when you plan to ex- 
pand your plant facilities or line of appliances 
and equipment. 


YES! it’s always handy 


To Specify—To Buy—To Choose—When You Use 
The Butane-Propane Catalog 
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RELIANCE 


ARE 


REGULATORS 


DESIGNED AND 


TESTED 


TO MAKE L-P GAS BEHAVE 


A Reliance Regulator will make gas 
behave in every conceivable regulating 
application in the liquid petroleum indus- 
try. The wide range of sizes with many 
variations of Reliance Regulators provide 
positive and uniform control for all pres- 
sure conditions in L-P gas lines. 


Since the birth of the L-P gas industry, 
Reliance Regulators have been preferred 
for their originality of design, by which 
positive lock-up and absolute control of 


AMERICAN 
METERS 


steady outlet pressure are ussured under 
variable loads and inlet pressures. 


Simplicity reduces installation costs, mini- 
mizes maintenance service, reduces size 
and weight for convenient handling. To 
make your L-P gas system behave, install 
Reliance Regulators. 


BULLETINS ARE AVAILABLE ON THE 
COMPLETE LINE OF APPROVED RELI- 
ANCE REGULATORS. 


AMERICAN METER COMPANY 


NCORPORATED 


1000 MERIDIAN AVENUE, ALHAMBRA, CALIFORNIA 
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GENERAL CONTROLS VALVE & BURNER 


valve includes the 100% safety shut- 
off feature. The plastic manual re- 
set handle may be removed to ex- 
pose a rod fitting device for use with 
floor furnace installations. 


Wall Hester 


Holly Manu- 
facturing Co., 
875 S. Arroyo 
Parkway, Pasa- 
dena, Calif. 

Model: Narro- 
Wall. 

Description: 
This recessed 
wall heater line 
features a -sec- 
ondary heat ex- 
changer which 
saves heat other- 
wise lost through 
the flue. The new 
heaters extend 
from floor to ceil- 
ing and are AGA 
tested and ap- 
proved for use 
within 2 x 4-in. 
walls covered 
with lath and 





HOLLY 
WALL HEATER 
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plaster, wood panels, wall board, or 
other combustible material. 

Sizes available: single or dual mod- 
els with 25,000 and 35,000 Btu input; 
dual model with 45,000 Btu input. All 
models are approved for LP-Gas, nat- 
ural and manufactured. 


House-Heating Catalog 


A 19-page catalog describing Cole- 
man home heating equipment — 
blend-air central heat, forced air 
furnaces, floor furnaces, wall heat- 
ers, and water heaters—has been is- 
sued by the Coleman Co., Inc., Wich- 
ita, Kan. 

The catalog is illustrated with cut- 
away drawings of the many types of 
heaters and various installations, de- 
tailing the specifications of each 
unit. It is available upon request. 


Kansas Firm Issues New 


Publication for Customers 


News of the industry, of interest to 
fuel users as well as suppliers, is be- 
ing presented to the customers of 
Hettic Gas Co., Liberal, Kan., in a 
new monthly publication entitled 
“The Gas Tank.” 

The first issue, in September, told 
readers about the LP-Gas carbure- 
tion forum sponsored by Hettic, pre- 
sented facts about LP-Gas of inter- 
est to users, and carried ads of appli- 
ances, equipment, etc., available 
through the company. 

Columns on household hints and 
how to buy and save were presented 
for the women readers. In the house- 
hold hint department, readers are in- 
vited to submit recipes, work-saving 
ideas, etc.—with cash prizes for the 
favorite recipes. 
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“Fight For Business, But Fight Clean,” 


Is Slogan of Successful Dealer 


AN. fair, hard competition and 

friendly cooperation between com- 
petitors make business profitable and 
free the butane industry from mo- 
nopoly by dominating groups? 

The Tri-County Gas & Appliance 
Co., Inc., of Russellville, Pope county, 
Ark., says that friendly cooperation 
is the salvation of the butane indus- 
try. It cooperates with its competi- 
tors; but gives them a clean fight for 
customers, and never gives them an 
underhanded deal. This policy is the 
foundation of a prosperous business. 


Hard Work Pays Off 


-President of the corporation is 
William C. Murphy, an Irishman with 
energy enough to run three corpora- 
tions. He says it takes honesty, hard 
work, and guts to succeed in any 
legitimate undertaking. L. I. Van 
Landingham is secretary and treas- 
urer, a quiet-spoken man with initia- 
tive and an eye for opportunity. They 
make a finely balanced team for run- 
ning a successful business. 

Tri-County officials began an inde- 
pendent business in 1945 by convinc- 
ing the Peoples Exchange Bank of 
Russellville, and Phillips Petroleum 
Cc., Bartlesville, that they were 
a good risk. They invested $20,- 
000 in storage tanks, $12,000 in trans- 
port trucks and went to work. Now, 
they are beginning to see the end of 
their indebtedness. 

Mr. Murphy knows the butane 
business from its beginning in Ar- 
kansas. Before going into the busi- 
ness, he was supervising engineer of 
Hartford Steam Boiler Inspection & 
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By ZOE JOHNSON 


Insurance Co., and had a’ thorough 
knowledge of installations. 

At the birth of the industry, he 
was on the Boiler Advisory Board 
and in cooperation with J. D. New- 
comb, Jr., was instrumental in set- 
ting up the laws, rules and regula- 
tions of the industry. He wrote the 
first examination questions under the 
state law for qualification of men in- 
stalling butane systems. 

Russellville has a population of 
over 7,000. The principal money crops 
are peaches and cattle. The poultry 
business is beginning to grow and a 
few miles from the town is _ the 
Thompson turkey ranch, claimed to 
be the largest turkey farm in the 
world. From this famous farm, tur- 
keys roasted ready for the table are 
shipped all over the United States. 

The growth of the poultry industry 
will give new outlets for butane in- 
stallations, 

Tri-County does business in Pope, 
Johnson, and Yell counties. There is 
a branch office at Clarksville in John- 
son county and storage tanks over 
the distribution area that keep hauls 
within 25 miles. Mr. Van Landing- 
ham says any haul over that distance 
is unprofitable. 

Their combined storage capacity is 
40,000 gallons with 5500 gallons at 
Clarksville and 6000 gallons in Yell 
county. Most of their gas is hauled 
in their own transports from Ok- 
mulgee, Okla. 

One angle of their friendly coop- 
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IF you're looking for highest quality— 
a get everything 











DOMESTIC SYSTEMS 
Butane Systems — U-69 construction — 101 Ibs. 
working pressure — above or underground. 
Propane Systems — U-69 construction — 200 Ibs. 






X\ working pressure — above or underground. 


N 
\ 


200# CAPACITY 
PROPANE CYLINDERS 
200# W.P. 
U-69 A.S.M.E. 
57 Water Gallén 
Copacity 





‘D> 20-18. 1. ¢. c. CYLINDERS 


a 


We can fill 
your order for sizes ranging from 20” 
through 36” in sections 30’ to 311/’ 




















P. O. Box 5146 PRospect 2441 DALLAS, TEXAS 
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eration with competitors is hauling 
gas for three other dealers. They 
thus keep their transports busy in 
the off-season and give their neigh- 
bor dealers a cheaper haul. 

Their greatest worry is unfair 
price cutting by some dealers. They 
meet this kind of competition by go- 
ing out and selling year round serv- 
ice; convince the customer that sav- 
ing 50c on 50 gallons of gas does not 
count very much when he gets in a 
pinch in cold weather and is left 
without gas. 

Tri-County has never been without 
gas to serve customers in the coldest 
weather. It has even gone to the res- 
cue of Independence county dealers 
sevral counties away when their stor- 
age tanks were empty—another serv- 
ice of friendly cooperation. 

They are the only dealers in the 
area that handle propane bottles. But 
it is the combination offer of a 115- 


gallon tank with a choice of ranges 
for a fair price that brings in the 
most new customers. A larger tank 
and the gradual addition of other bu- 
tane appliances follow as the cus- 
tomer can afford them. 

The chief advertising medium js 
the local newspapers. Satisfied cus- 
tomers are the best recommendation, 
Most installations have been for 
homes, but schools, churches, and two 
cotton gins are on the list. Also, 
truck and tractor fuel installations, 

The company contemplates install- 
ing many new systems during the 
rest of the year. Mr. Murphy says 
that in his estimation, only about 
20% of his area has been serviced 
with butane and the remaining 80% 
will become customers in after years 
He sees plenty of business for all 
honest dealers who will practice 
friendly cooperation. 












John Souza, LP-Gas dealer of Turlock, Calif., flies his “Ryan Navion” for business as 
well as pleasure. Serving a widespread area, he often needs quick transportation for 


servicing appli and 
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ip t, delivering parts, or consulting with customers in 
outlying areas when emergency situations arise. 
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Pipe Line Capacities in Cubic Feet 


Of Propane For Medium Pressure 


ANY LP-Gas dealers have en- 

countered difficulties in figuring 
pressure drop and pipe sizing when 
running long lines to service outlets, 
such as in auto courts. ; 

Much enlightenment was thrown 
upon. this subject by the publication 
in the March issue of BUTANE-PRO- 
PANE News of a pipe sizing table. It 
showed pressure drop, pipe length and 
diameter, and gas flow in Btu’s. 

In the accompanying table are 
given pipe capacities in cubic feet per 
hour at various pressures. 

This is of particular value in esti- 
mating requirements when large 
heating loads are added to a line. 
Temperatures are also covered. 


Table 1 shows pipe capacities in 
cubic feet per hour of propane at 
medium pressure. All flows are for 
100 lineal feet of straight pipe or 
tubing. 

If it is desired to obtain the capac- 
ity of the lines for other lengths, then 
multiply the flow capacity at 100 ft. 
by factor 10, divide the square root 
of the length of pipe in feet. For ex- 
ample, it is desired to know the quan- 
tity of propane that will pass through 
225 ft. of %-in. Type K tubing with 
2 Ibs. drop in pressure and 10 lb. at 
the discharge of the regulator. Refer 
to % in. K tubing under 10 lb. pres- 
sure — 2 lb. drop and read 420 cu. ft. 
per hour. Then 























TABLE 1 

Regulator Pressure 5 lb. 10 Ib. 10 lb. 10 lb. 
Pressure Loss 
Through Line 1 Ib. 1 Ib. 2 lb. 3 Ib. 
Standard % in, 320 360 510 610 
Steel % in. 690 770 1100 1300 
Pipe i. im 1300 1430 2050 2425 
Size 1% in. 2650 3000 4100 5000 

1% in. 4000 4250 6150 7400 
Type K - 3 in. 135 150 210 255 
O.D. ¥% in. 265 295 420 500 
Copper 5 in. 450 500 690 850 
Tube % in. 630 710 1000 1200 

1 in. 1310 1470 2075 2450 
Type L 3% in. 160 180 250 300 
O.D. ¥% in, 290 325 450 550 
Copper 5@ in. 490 540 750 900 
Tube % in. 720 800 1130 1360 

L ihe 1400 1590 2225 2650 
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420 x 10 420 x 10 
-— = — = 280 cu. ft. 
V 225 15 
of propane per hour. 

When calculating the length of pipe 
add additional footage for tees, 
valves, elbows, etc., which may be in- 
cluded in the lines. 

Following are dew-point tempera- 
tures of propane at various pressures: 


Pressure Dew Point 
Gauge Absolute Temperature 
5 19.7 31° F 
10 24.7 —21° F 
15 29.7 —11.1° F 

20 34.7 


3.0° F 


See Figure 4 “Vapor. pressure of 
ethane, propane, isobutane, normal 
butane, isopentane and normal pen- 
tane,” Page 45; or Figure 7, “Dew 


PROPANE SERVICE CO. 


RIVIERA BEACH 


We4m Bcox thie Bo 


Sales of both liquefied petroleum gas and appliances have been increased by DeLong's 

Propane Service Co., Riviera Beach, Fla., through door-to-door demonstrations in this 

new type delivery truck. A wide selection of kitchen stoves, refrigerators, water heaters, 

and other appliances is carried in a Dodge route-van truck with 462 cu. ft. of cargo 

space. The truck is specially adapted to frequent-stop delivery of bottled gas and 
on-the-road demonstrations of appliances. 






points of propane, normal butane, and 
isobutane carburetted with air,” Page 
38 of Handbook Butane-Propane 
Gases. 

Note in Figure 4 that the pressures 
used are absolute. To convert gauge 
pressures to absolute pressures, add 
14.7 lbs. to them. 


New LP-Gas Dealer 
Organizes in New York 


The Utica Gas Co., Inc., of Utica, 
N. Y., opened for business recently, 
The company will feature bottled gas, 
but will also sell other petroleum 
products. 

Directors of the new company are 
Walter A. Roberts, Alfred L. Jones, 
and Walter C. Rabenstein. 
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Holiday Gift Order Form + 


FOR BUTANE-PROPANE NEWS 


Please enter the following gift subscriptions 
and send gift cards as indicated below .. . 


a! 


Send B-P News for years to 
name (please print) 

street 

city, zone, state 

gift ca d to read 


Send B-P News for years to 


name please print) 

street 

city, tone, state 

gift card to read 

and send me a bill for these subscriptions. 
Name —— 


Address 


City, Zone, State 


$2.00 for | Year @ $5.00 for 3 Years 
Foreign Rate $3.00 for 1 Year 


Send B-P News for years to 
name (please print) 

street 

city, zone, state 

aift card to read 


Send B-P News for years to 


street 
city, zone, state 


gift card to read 


PLEASE CHECK 


Total Amount of Order 
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Harry A. Busten has been ap- 
pointed general traffic manager for 
Warren Petroleum Corp. to fill the 
vacancy created by the recent death 
of N. A. Lindsay, according to an 
announcement by President W. K. 
Warren. 

Mr. Busten assumes his new duties 
after serving as assistant general 
traffic manager for the Warren or- 
ganization for several years. He has 
announced the appointment of Oscar 
W. Utz to be assistant traffic man- 
ager in charge of rates; Ray E. 
Cramberg, assistant in charge of LP- 
Gas transportation; Douglas A. Col- 
lins, assistant in charge of natural 


gasoline transportation and H. G, 
Cosley, assistant in charge of the 
Houston, Texas, district. 


Dearborn Stove Co., of Chicago and 
Dallas, is “wheeling” its line of 
products all over the country in a 
fleet of five new, custom-built, spe- 
cially designed, display-demonstra- 
tion coaches to show dealers Dear- 
born products in operation. An- 
nouncement of the new service is 
made by C. N. Hinds, general sales 
manager. 

Each coach is equipped with a 
model of every Dearborn product— 


*.f 
erove * CY . 
EARBORN, 31¢°" 


» 





The traveling demonstration car of Dearborn ‘Stove Co. 
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These Buehler Tank & Welding Works (Los Angeles) 287 water capacity propane 





plants are readied for testing prior to cleaning and painting. As many as 10 carloads 
of one size of tank have been scheduled through the shop at one time. One feature 


of this product is the fittings are placed under an extra large guard box to insure 
safety in handling. 


vented, unvented and radiant gas heat- 
ers, evaporative coolers and the Sifon- 
Aire window exhaust fan. Special 
LP-Gas tanks provide fuel to demon- 
strate the heating and _ engineering 
features of the Dearborn’ space 
heaters. 


The Chicago quarters of Shand & 
Jurs Co., Berkeley, Calif., manufac- 
turers of petroleum equipment, have 
been moved to 10409 S. Western Ave. 
The new quarters are complete with 
their own warchouse and_ storage 
facilities, 


Bill Burkett has joined the sales 
force of Mutual Liquid Gas Equip- 
ment Co., of Inglewood, Calif., ac- 
cording to announcement by J. S. 
Fagan, president of the company. 

Mr. Burkett will act as a field rep- 


DECEMBER — 1950 





resentative for Mutual and will be ac- 
tive in the sale of fuel for commercial 
and industrial users. His territory 
will include all of southern California. 
Previous to his joining Mutual, Mr. 
Burkett worked as assistant to Bob 
Cole in the Long Beach office of An- 
chor Petroleum Co. He has had many 
years’ experience in the petroleum in- 
dustry, and has specialized in the LP- 
Gas field during the past few years. 


D. D. Couch, vice president and 
general manager of sales of the 
American Radiator & Standard San- 
itary Corp., was elected to the board 
of directors of the Producers’ Coun- 
cil for 1951 and 1952. 

Mr. Couch has been associated with 
American-Standard since 1925. 


Howard L. Spindler, who has been 
manager of advertising and sales 
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Who /SN'T 


Price Conscious? 


In these days of keen competition, 
price plays an important part in 
selling. The “buy-first" ... "price- 
later’ days are gone forever! 
Select the HELCO 50-A... the 
regulator designed to meet your 
price requirements. 


CHECK THESE FEATURES: 

V Simplicity 

V Dependability 

V Rugged Construction 
Dealers along the Atlantic, Gulf and 


Pacific Coasts have made HELCO 
regulators standard equipment. 








SPECIFICATIONS 


Capacity Rating ........ 50 cu. ft 
Delivery Pressure ....... Il in. wc 
Inlet Connections ...... VY, in. pipe 


Outlet Connections ....3 in. pipe 











Helco Products Corp. 








2041 Colorado Ave., Santa Monica, Cal. 








promotion, has been named director 
of public relations, according to an 
announcement by Mr. Couch. 

Robert W. Lear was promoted to 
the position of manager of advertis- 
ing and sales promotion. Mr. Lear 
was formerly assistant manager of 
this department. 


‘ 


J. N. Crawford, director of sales, 
Bryant Heater Division, A.G.E., Inc, 
Cleveland, recently announced the 
opening of a 
branch office in 
Detroit. J. 5, 
(Hes) Swallow, 
formerly South- 
ern district sales 
manager, has 
been appointed 
manager of the 
new branch, lo- 
cated at 617 Cen- 
tral Detroit 
Warehouse, 10th 
and W. Fort 
Streets. 

Mr. Swallow, 
formerly with the Detroit Gas Com- 
pany, will confine his Bryant opera- 
tions to St. Clair, Macomb, Oakland, 
Wayne and Menroe counties. 

Charlie Lockhart, formerly assist- 
ant to Mr. Swallow, now becomes 
Southern district sales manager with 
headquarters in Dallas, Texas. 





J. N. CRAWFORD 


L. L. “Pete” Peters has been named 
LP-Gas sales manager in a realign- 
ment of American Stove Co. sales ac- 
tivities. He succeeds B. R. Tritton, 
who was recently appointed assistant 
secretary, and whose function as gen- 
eral credit manager has been trans- 
ferred froin the sales department to 
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the treasurer’s office, according to 
Mare W. Pender, vice president in 
charge of sales. 

Mr. Peters joined American Stove 
Co. as a salesman in 1940. In March 
of this year he was appointed com- 
mercial sales manager, a responsibil- 
ity he will retain in addition to man- 
aging the company’s nation-wide LP- 
Gas sales. 






, 


C. E. Murray, of Bartlesville, Okla., 
vice president and secretary of Cities 
Service Oil Co. (Del.) and affiliated 
companies, will retire Jan. 1, accord- 
ing to an announcement by A. W. 
Ambrose, president. Upon retirement 
Mr. Murray will have completed al- 
most half a century of active service 
with the company. 

This is one of the longest em- 
ployment records of any Cities Serv- 
ice employe. 





C. O. Releph- 
ord has been ap- 
pointed to the 
position of Los 
Angeles branch 
manager for the 
pump division of 
Byron Jackson 
Co., according to 
Lynn Sawyer, 
general manager 
of the division 
and vice _presi- 
dent of the com- 
pany. The Los 
Angeles territory will cover several 
western states, Mexico and the Far 
Fast. 

After graduation from the Univer- 
sity of Oklahoma in 1932, Mr. 
Relephord was employed in a sales 
engineering capacity, dealing with 
technical equipment and applications 





Cc. 0. RELEPHORD 











A.G.A. APPROVED 


Radiant and _ front fully 
vented models. 

20,000 to 60,000 B T.U. sizes. 
Manual or Automatic Controls. 
NEW Silver-Tan finish. 
NEW Seam Welded gas tight 
heating sections. 

Write NOW for complete NEW 
literature on the line that sells. 


Forced air and gravity, Gas Circula- 
tors — Unit Heaters—Panel Heaters — 
Wall Heaters — Radiant Heaters. 
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SHIPMENTS FROM 

PLANTS IN... 
ARKANSAS 

: CALIFORNIA 
KANSAS 
LOUISIANA 
OKLAHOMA 
TEXAS 


_ WRITE, WIRE OR TELEPHONE. 


SUNRAY OIL 


So 8 P oR A TON 
GENERAL OFFICES 
Tulsa, Oklahoma 












| wald as assistant 


for the oil industry throughout tie 
Mid-Continent area and after the last 
war (in 1946) became affiliated with 
Byron Jackson, locating in the Hov- 
ston, Texas, office of the company, 
where he has been active in the analy- 
sis of the technical applications of 
pumps for the oil industry. 


Y 





Metalbestos Division, William Wal. 
lace Co., Belmont, Calif., announces 
the opening of a Los Angeles branch 
office at 612 Scuth Flower St. Man- 
ager of the new office is Robert A, 
McHugh. 

A. L. Hawley, Jr., is vice president- 
sales manager of the company. 


L. A. Dixon, vice president of Rock- 
well Manufacturing Co., has an- 
nounced the appointment of H. Gott- 


vice president of 
the company’s 
meter and valve 
division. For the 
past year he has 
been assistant 
sales manager of 
Nordstrom valve 


division of the 
company. 
Prior to the 





move into Pitts- 
burgh, Mr. Gott- 
wald was assist- 
ant vice _ presi- 
dent of the Rockwell International 
Corp., and in that capacity traveled 
extensively throughout all of the 
Western Hemisphere, handling all 
products of the Rockwell Manufac- 
turing Company. 

Mr, Gottwald started with the com- 
pany in 1928 as a sales engineer in 
the New York district office. 

Wm. A. Marsteller has resigned, ef- 
fective Jan. 1, as vice president of the 
Rockwell Manufacturing Co. and as 


H. GOTTWALD 
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Sell This Brand New 
GAS BURNING TANK HEATER 


Here's a low-cost, efficient, gas burning © EASY 
stock tank heater you can sell at a good TO 

profit. This self-sinking heater is easily in- SELL 
stalled in any stock tank. Simple manual 





control. Patented flame spreading spiral ° i" 
baffle in radiator assures maximum heat in 


output. 


The peak of the sales season is here. See © EASY 
your jobber or write for literature and price TO 


lists today. SERVICE 
Model SGMH Illustrated 


SIEBRING 


120 Main Street George, lowa Pat. Appl. for 


No. 179,204 








HASN'T LEAKED YET! 
INTERNATIONAL SUPER-GRIP 


RE-ATTACHABLE COUPLINGS. 


Designed for use on Commercial Hose 
Propane, Butane and other extremel 
High Pressure applications 


® Frankly, we don’t know how much pres- 

sure SUPER-GRIP will hold. On every 
test high-pressure hose burst before the cou- 
pling showed signs of leakage. : 
The 3-piece Super-Grip design grasps the hose 
firmly but gently, effectively sealing hose and 
coupling over a broad area. Assembling and 
tightening the coupling automatically contracts 
flat spiral grip. Simple to assemble, no special 
tools are fiom oy 


Wherever rubber hose is used in the handling The INTERNATIONAL 





of liquid petroleum products, Super-Grip cou- METAL HOSE Co. 
plings give safe assurance against leakage and - ened ; 
cave date. A Division of The Gabriel Co. 


Write today for catalog and prices. CLEVELAND 3, OHIO 
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ONE OF THE 
BIG THREE 


STANDARDIZATIONS 
—WELDIT TORCHES 


Weldit Torches have been accepted as stand- 
ard by one of the divisions of the Big 3 
automobile manufacturing group. Such recog- 
nition hallmarks Weldit Torches as tops in 
quality and performance. Shown above is 
the initial shipment of rugged Weldimatic No. 
C-47 Lightweight, Blow Pipes and No. W-46-F 
Heavy Duty Weldimatic Welding Torches. 


Write today for technical information that 
will save you ‘money in your welding oper- 


ations. é 







Inc. 
SINCE 191-8 


994 O0AKMAN BLVD DETROIT 6, MICH 
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tion with such widely recognized firms 
| as Tappan Stove Co., Proctor Electric 
| Co., 
| General Electric. Before joining Ser- 


vice president and director of Edward 






SS 
Valves, Inc., East Chicago, Ind., to SS 
establish The Marsteller Co., consult- +- 


ants in marketing and advertising, 
The new firm will be located at 612 
N. Michigan Ave., Chicago, after the 
first of the year. 

Mr. Marsteller has been responsible 
for advertising, market research and 
sales promotion for the Rockwell 
Manufacturing Co. and its 14 divi- 
sions. Recently in an executive ad- 
visory capacity with Edward Valves, 
he was formerly in charge of sales, 
advertising and employe relations for 
this company. 


Donald Dailey, 
veteran appliance 
designerand 
holder of 25 pat- 
ents for his in- 
dustrial designs, 


Wi 











has joined Servel 
Inc. as product 
manager, accord- 
ing to president 
W. Paul Jones. 
Mr. Dailey’s ca- 
reer in industrial 
design connotes 
executive associa- 





DONALD DAILEY 


Philco, Fairbanks-Morse, and 
vel, Mr. Dailey operated an industrial 


design organization in Philadelphia. 


Pan American Casualty Co., Hous- 
ton, Texas, pioneer in butane gas 
insurance, has just extended Ar- 
kansas butane dealers its specialized 
facilities for writing insurance at 
regular, normal rates on their oper- 
ations. T. E. Gammage, Sr., presi- 
dent of the Pan American Co., an- 
nounced that the company would do 
business in Arkansas through the 
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| eines Fuet CoRPORATION 
A Good Franchise Hauler 





10 Years of 
Dependable Service 


CITIES FUEL CORPORATION « P.O. Box 365 « Fresno, California 








PRODUCT FOR THE 
LP-GAS INDUSTRY... 


For Off-the-Main Gas Service Burnham Sys- 
tems Are Best in Design, Quality, Service 





SIZES 
115-250-387-500 GAL. 
(W.C.) 


ABOVEGROUND AND 
BELOWGROUND 
MODELS... 











2 Main Street BOILER DIVISION Irvinaton, N. Y. 
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This one non-hardening 


Compound is the answer to 
all your sealing problems. 


Underwriter’s approved 
for all petroleum liquids 
and gases, including Buv- 
tane and Propane; high- 
ly effective on steam, 

















water and many other 
services. 

Simplifies maintenance 
and prevents dangerous 
leaks in threaded and 
gasketed connections. 

The non-hardening qual- 
ities of “PLS” allow easy 
thread dis-assembly and 
re-use of gaskets. 

Ideal for underground 
connections and _ outdoor 
equipment in all kinds 
of weather, 


Write for free test sample 
Dept. BP11, 1838 Cuyler, 
Chicago 13, Ill. 


PACKINGS AND 
MECHANICAL SEALS 


CRANE PACKING COMPANY 


CHICAGO 





managing general agency of W. M, 
Apple & Co., of Little Rock, which, 
in turn, is represented by leading 
local agents located throughout the 
state. 

Arkansas is the seventh state in 
which Pan American Casualty Co, 
is writing complete casualty insur- 
ance coverage8 for the LP-Gas deal- 
er. Other general agents recently 
appointed by Pan American to serve 
the LP-Gas dealers are: C. G. Blake- 
ly and Co., Topeka, Kan.; Louisiana 
Bettes Co., Inc., Alexandria, La,; 
George E. Fears and Co., Oklahoma 
City. Cliff Kealey, of Albuquerque, 
has been appointed state agent to 
serve New Mexico and Arthur E, 
Petersen in Phoenix, Ariz. 


American Meter Co. announces the 
election of J. H. Satterwhite as presi- 
dent of the Westcott & Greis, Inc, 
Division of American Meter Co., with 
headquarters in Tulsa, Okla. 


J. W. Greene has been appointed 
to the newly created position of as- 
sistant manager of the valve and 
fitting department of Crane Co, 
Chicago. 


F. J. Rudolph, a 31-year employe 
of Perfection Stove Co., has been 
named assistant manager of the com- 
pany’s Kansas City, Mo., district. For 
the past year he has held the same 
post in the Jersey City, N.J., district. 

All of Mr. Rudolph’s business 
career has been associated with the 
distribution and sale of Perfection 
Stove products. 

W. J. Bruce is manager of Per- 
fection’s district offices in Kansas 
City. 

Perfection has a new export mana- 
ger, too, replacing 14-year veteran L. 
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VIKING 


LP-GAS 





For BULK PLANT 
FARM TRANSFER KZ y fig. 183 
TRUCK MOUNTING Lig DIRECT 
HAND DISPENSING - DRIVE 





Viking LP-Gas Pumps in 5 and 10 gpm sizes are direct connected 
to 1200 rom motors. Those in sizes of 20, 30 and 55 gpm are direct 
connected to geared head motors (illustrated). See the complete 
Viking line. Ask for free bulletin 2303B today. 


A eS 


MR. WHOLESALER — 


YOU should know! 


Yes! You SHOULD know why pure Panoma L-P gases give complete consumer 
satisfaction. And here's why—they are: |. uniform in quality and free of 
moisture, sulfur and residue. 2. straight from OUR wells. 3. processed in 
OUR two automatically controlled plants. 4. tested by sales-wise wholesalers 
from North Dakota to Georgia. 5. tried and proven since ‘38. So for 
dependable butane and propane contact Panoma—wholesale only. 


For information write or telephone TODAY! 


To PANOMA CORPORATION *s:° 


Automatically controlled wtoot at Hooker, Okla. 








CEDAR FALLS 
Ted’, 7." 
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Liquefied Petroleum Gas 


Cities Serviee Oil Co. 


A DEPENDABLE SOURCE 
UNIFORM PRODUCTS 
A CAPABLE SUPPLIER 
TWENTY YEARS' EXPERIENCE 


IN LP GAS ALSO 
CITIES SERVICE 
MEANS 
GOOD SERVICE 


CITIES SERVICE 
OIL CO. 
(Del.) 


BARTLESVILLE, OKLA. 
CHICAGO, ILL. 


Other Sales Offices 
Kansas City 
Toronto 


Cleveland 
St. Paul 








B. Tuttle, who retired recently. The 
new man is Donald W. Milestone, who 
joined Perfection 3% years ago. Most 
of the Perfection export operation js 
concerned with Latin American mar. 
kets. 

Replacing Mr. Milestone as Perfee- 
tion’s service manager of the cook 
stove and heater division is Robert K, 
Guy, former AGA tester and Detroit 
Brass & Malleable Works engineer, 
Another Perfection appointee is Har- 
ry Cramer, who joins the Oakland 
(Calif.) district sales staff. 








Waldorf Heater Co., Philadeiphia, 
has announced the appointment of 
the Webster Corp., 2300 Colley Ave,, 
Norfolk, Va., as its sales representa- 
tive in the states of Virginia, North 
Carolina and South Carolina, for 
Waldorf and Sterling LP-Gas water 
heaters. 


The Eclipse Fuel Engineering Co. 
Rockford, Ill., has named A. C. Perks 
president and general manager. 

Mr. Perks was formerly executive 
vice president in charge of produc- 
tion. H. P. Howell, formerly presi- 
dent, is now chairman of the board 
of directors. 


James L. Whitcomb, formerly sales 
manager, has been made general 
manager of Kelley Manufacturing 
Co., Houston, Texas, and J. Keith 
Davis, formerly sales representative, 
has been named sales manager, it is 
announced by Mrs. Edward W. Kel- 
ley, president of the corporation. 

Mr. Whitcomb has been with the 
company for over five years and Mr. 
Davis for over 12 years. 

Kelley Manufacturing Co. was 
founded in 1988 when the late Colonel 
Edward W. Kelley bought out the old 
Tennison Manufacturing Co. Since 


that time it has become an important 
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TESCO 


Model 900-B STOCK TANK HEATER 





@ Expressly designed for liquefied Petroleum gases. 

@ Fully guaranteed to give excellent performance. 

© Can be adjusted to keep your stock drinking 
water at a suitable temperature in any weather 


conditions. 
FEATURES 
e 17,500 BTU input capacity e Drilled port, cast iron 
e 60 Ib. weight insures sub- burner 
mersion e Will not leave film on 
water 


Also manufactures Blue-Blaze Space Heaters, 
Blu-Blaze Draft Caps, and Gas Plates. 


TESCO Yrcoyorattd 


110 S. NORFOLK 9 @ TULSA, OKLA. 
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dane & Pre 


Producers of high quality 
Liquefied Petroleum Gases Since 1931 


THE CARTER OIL Company 
Rs Bate Bn OKLAHOMA | 


Wholesale Only 








143 





an 
thes 
o 
ehh 
I 
a 
= 
=) 
o 
oan 
e 
o 
=> 
we 
° 
o 
= 
al 
rm) 
cane 
= 
2. 
= 
° 
Ww 
<= 


° 
_ 
> 
ee 
t=) 
=] 
So 
e 
wo 
E 
° 
- 
= 
ra 
@ 
_ 
a 
ov 
i 
wv 
© 
U) 
[- 4 
uw 
= 
w 
4 
Qa 
3 
@ 
c 
= 
= 
all 
J 
© 
@ 
ao 
4 
J 
° 
Lu 


ready to make sales for you! Feature the 


complete line and you'll profit with’ PREMIER. Finished 


in brown porcelain enamel with chrome trim. 


Standard equipment includes constant burn- 


40,000 B.T.U. 


PREMIER 
= selection 


approved. 


two PREMIER heaters 


ing manual pilot. A. G. A. 


Sell 


for 


Provides better 


heat control . . . better heat distri- 


each installation. 


"STOVE COMPANY 


er -100 SOUTH SIXTEENTH STREET 


Since 1912 


ILLINOIS 


BELLEVILLE, 





supplier of steel products to industry 
of the Southwest. The company man- 
ufactures stee! stampings, punchings 
and assemblies fo: the petroleum and 


| chemical industries, and tank heads 


for butane and propane tank builders, 


The Florence Stove Co. has ap- 
pointed the’ Electric Supply Corp, 
of Chicago, as distributor of all Flor- 
ence products, it was announced re- 
cently by F. B. Jeremia, sales man- 
ager of Florence’s Midwest division, 


Canadian Kellogg, Ltd., has started 
operations in a new pipe fabricating 


| shop in Edmonton, Alberta, it is an- 


nounced by the parent company, The 
M. W. Kellogg Co., engineers and 
fabricators of New York and Jersey 
City. The shop was opened to service 
the rapidly expanding requirements 
for power and process piping in west- 
ern Canada. 


The appointment of Walter F. Gar- 
low as sales promotion manager of 
The Howe Seale Co., Rutland, Ver- 
mont, was announced recently by 
Richard F, Straw, vice president in 
charge of sales. 

In order to accept this position, Mr. 
Garlow resigned as advertising man- 
ager of the Hewitt Rubber Division 
and the Hewitt Restfoam Division, 
Hewitt-Robins, Inc., Buffalo, N. Y. 


American Stove Co. has named 


| J. J. (Joe) Edwards manager of its 
| Pacific sales division, effective Dec. 


1. J. J. Knotek, Pacific sales mana- 
ger for the past year, will receive 
a new assignment to be announced 
soon. 

The Pacific sales division, cover- 


| ing most of six western states, has 


its headquarters at 4494 East 49th 
St., Los Angeles. 
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First See 


GRIFFITHS 


for 


Conversion Pate 














We can supply a wide assort- 
ment of spuds, orifices and oth- 
er parts for converting domestic 
and commercial equipment to 
any type gas. Also, a complete 
line of repair parts for all types 
of gas meters, 


Write for catalog. 


E. F. GRIFFITHS 
COMPANY 


Serving the Gas Industries 
For Over 40 Years 








350 E. Walnut Lane, Philadelphia 44, Pa. 











Greetings 


from 


your Quality L-P GAS 
EQUIPMENT DEALER 





GAS EQUIPMENT 
SUPPLY CO. 


127 ELLIS ST. N. E. ATLANTA, GA. 











NOW ... GET 
THIS STRAIGHT 


We are offering a 
limited quantity of 


HANDY 

LP GAS 
REFERENCE BOOKS 

for a LIMITED TIME only 


for $25.00 


Same material as contained in our 60- 
chapter Home Study training course, 
completely indexed. 


A Dependable Reference Book prepared 
by practical men for practical men. 


ORDER NOW 
While they are available. 


National L-P Gas Institute 
1105 S. Main Tulsa, Okla. 
Your Safety Insurance 
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cos Drath 





Barbecue HAMBURGER 


Thousands of installations in drug stores, tap 


rooms, roadside stands, cafes and other places 
that serve lunches have brought big repeat busi- 
ness. Low price means quick sale. 
distributorship at once. 


Copyright 1947 


Write for 


Department B-10 


MANUFACTURING CO. 
RINSUIN SPRINGFIELD. MO. 


















TRUCK TANKS 


Twin or single barrel—Light 
weight—Low in cost—Full 
or semi streamlined —ASME 
U69. 


Built to Your 
Specification and Size 


BAGWELL-GENERAL 
STEEL CO., INC. 


Box 391 © Sapulpa, Okla. 


























THE 1950 LINE 


Heatbath 


CONVERSION BURNERS 


























LPD-30 for Propane Gas © 30,000 B.T.U.'s 
A burner for straight Butane or Propane 
gases for kitchen heating. Capacity up to 
36,000 B.T.U.'s per hour. 
Designed for coal, combination and bunga- 
low ranges. Quickly installed and guaranteed 
fool-proof, 
Few territories open. Write for 
descriptive literature and prices. 


HEATBATH APPLIANCES, INC. 





P. O. Box 78 Springfield |, Mass. 
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Code of Safe Practices 
Published by LPGA 


Distinctive reproductions of the 
“Code of Safe Practices” recently 
adopted by the Liquefied Petroleum 
Gas Assn., which can be _ signed, 
framed and displayed in their places 
of business by complying industry 
companies, have been mailed to a long 
list of LP-Gas concerns throughout 
the nation, Howard D. White, execu- 
tive vice president, has announced. 

Drafted by LPGA’s safety commit- 
tee, headed by H. Emerson Thomas, 
after a long period of study, the code 
covers all phases of the industry’s re- 
sponsibilities to customers, the public, 
the community and the nation. Its 
signers pledge the following: 

Personnel: Provide competent em- 
ployes to install safely and service 
promptly LP-Gas systems and appli- 
ances; and conduct adequate training 
programs to insure the highest stand- 
ards of safety and service. 

Equipment and Installation: Ob- 
serve the standards in Pamphlet No. 
58 (issued by National Fire Protec- 
tion Assn.) or the regulations of the 
regulatory authority having jurisdic- 
tion and conform fully with such 
standards or regulations in the selec- 
tion and use of pressure vessels, regu- 
lating and safety equipment; and fill 
only those systems that are construct- 
ed and installed in accordance with 
such standards or regulations and are 
in proper and safe working condition. 

Appliances: Provide new gas burn- 
ing appliances, accessories, and equip- 
ment that comply with the require- 
ments of the American Gas Assn. or 
other competent authority; and serv- 
ice only appliances or equipment so 
constructed for liquefied petroleum 
gas; and before connecting to any 
appliance that was originally manu- 
factured for operation with a gaseous 
fuel other than liquefied petroleum 
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“Insurance Protection 
to Fit Your Needs... 
- COMPREHENSIVE GENERAL LIABILITY 








© Installations and Customers’ Liability “ 
© Products © Motor Vehicles @ Physical Damage 


Get insurance coverage tailor-made to 
rotect against loss due to all hazards 
[ which you as operator, distributor or 
dealer may be liable or assume under 
contract. For free application blank cov- 
ering all questions about the coverage 
you want, write TODAY. No obli 
Dytion, of course. 





Liquericd Petroteum. Gas 


Insurance Underwriters 
AGENCY 
New York Life Bidg. 20 W. 9th St. 
Kansas City 6, Mo. Phone: Victor 3563 
Home: 1913 Tauromee Ave., Kansas City, Kansas 
Phone: Drexel 3331 


BROWER 


BROODERS 


















Burn Natural or 
Artificial Gas 


SAFE— 100%. Shut-Off Valve 
100% Shut Off Valve (Robertshaw) makes the 
Brower Brooder the safest on the market. 
Thermostat maintains even temperature. Auto- 
matic pilot light operation. Baffle plate and 
radiants spread heat evenly. Heat-saving in- 
sulated steel canopy with curtains, 60'' x 60". 
Draft-proof ventilation. Adjustable legs. Ther- 
mometer. Three models including economy model 
with 56" canopy. 
Write for catalog and low dealer prices. 


BROWER MFG. CO. 
430 No. 3rd Quincy, til. 


World’s Largest Line of Poultry Supplies 
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FITTINGS 


a — 














TUBING 


All types Brass Fittings, a 
Copper and Aluminum Tu ot where 
T a and Materials for Gas, O! 

foe) 


Appliances of All Types and Makes. 
sere PRICED TO SAVE YOU 


 cegcirt) : REAL MONEY! 


° nN 







onnectars Valves 
nstallation 










a ee 
s.H. LEGGITT CO. 


MARSHALL - MICHIGAN 




















need AUTOMATIC 
CONTROL 























@ CONTROLS 


801 Allen Avenue Glendale i, California 





yr 








40 tie Pressure, Cemperature, 
Level and How Controls 

FACTORY BRANCHES: Baltimore 5, Birmingham 3, 
Boston 16, Buffalo 3, Chicago 5, Cincinnati 2, Cleve- 
land 15, Dallas 2, Denver 4, Detroit 21, Glendale 1, 
Hoyston 6, Kansas City 2, Minneapolis 2, Newark 6, 
New York 17, Philadelphia 23, Pittsburgh 22, St. 
Lovis 3, San Francisco 7, Seattle 1, Tulsa 6, 
Washington 6. DISTRIBUTORS IN PRINCIPAL CITIES 
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it says LOOK OUT 





@ The accepted standard odorant for 
natural or liquefied petroleum gas — 
gives sure but harmless warning. 

®@ Purified — Moisture-free — PROTECTS 
FIXTURES. Meets all 15 qualifications of 
National Bureau of Standards. 


600 MALLINCKRODT 
CHEMICAL WORKS 


Mallinckrodt St., St. Lovis 7, Mo. 
72 Gold St., New York 8, New York 















| gas, check to see that it is in good 
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AMKkMM AAA ty oo 
RADIANT HEATERS 


New and improved finishes are the finest in 
our history. Heavy backwall throws effective 
heat radiation. Quality and top performance 
in Adams products since 1898. 


Write today for full information. 


ADAMS BROS. MFG. CO., IN 


EY) 0 ee A 











condition and that it is properly con. 
verted, adapted, and tested for per. 
formance with liquefied petroleum 


| gas. 


Automotive: Maintain -automotive 
equipment in first class condition; in- 
spect tank truck accessories with ade- 
quate frequency to insure proper op- 
eration of safety equipment and 
otherwise conform with the regula- 
tions established by the local author- 
ity having jurisdiction. 


Tools: Maintain bulk plant equip- 


ment in first class condition and at all 
times provide proper and adequate 
tools to install and service LP-Gas 
systems and appliances. 

Regulations: Carefully observe the 
safety standards of the National Fire 
Protection Assn., American Gas Assn., 
Underwriters Laboratories, Inc., and 
the safety regulations of local author- 
ities having jurisdiction. 

Copies of the certificate may be ob- 
tained by writing to Liquefied Petro- 
leum Gas Assn., 11 S. LaSalle St. 
Chicago. They are provided free as a 
service to the industry. 


Second Kansas Engine Fuel 
School Scheduled for Jan. 21-23 


The Liquefied Petroleum Gas Assn. 
will sponsor a second LP-Gas engine 
fuel service school at Kansas State 
College, Manhattan, Jan. 21-23. The 
school will be conducted by the col- 
lege under the direction of Pro- 
fessor George Larson. 

All phases of internal combustion 
engine operation will be covered by 
lectures and demonstrations. 

Enrollment is limited to 200 stu- 
dents so early registration is urged. 
The $10 fee includes registration fee 
and three meals. 
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FOR SALE—TANKS AND CYLINDERS 





MISCELLANEOUS—Continued 





IMMEDIATE DELIVERY ON ICC 4B 240 
cylinders manufactured to carry 100 lbs. of 
propane. These cylinders weigh from 135 to 
140 lbs. each and were manufactured by the 
Weatherhead Co., Cleveland, Ohio, in August 
1947. They are equipped with Bastian-Blessing 
valve and cap painted aluminum. We have 
5000 such cylinders for sale. $10 each in any 
quantity. F.O.B. Cincinnati, Ohio. Rural 
Natural Gas Co., P. O. Box 867, Cincinnati 
1, Ohio. 


FOR SALE— IMMEDIATE DELIVERY ON 
new ICC-4B240 20, 25, 40, and 100 Ib. pro- 
pane cylinders. One or a carload. Copper tub- 
ing, Bastian-Blessing “Rego” regulators, na- 
tionally advertised gas ranges. Northern Ohio 
Bottled Gas Supply. Phone 228. Clarksfield, 
Ohio. Mailing address: Wakeman, Ohio. 


FOR SALE—PACIFIC 50 GALLON PRO- 
pane cylinders. Complete with valves $25.00. 
Baker’s, Malone, N. Y. 





FOR SALE — TRUCKS & TRAILERS 





BUTANE DELIVERY TRUCK & TANK FOR 
sale. 1946 Reo, 2% ton, good condition, with 
1447 W.G. single 119 lb. butane tank, skirted 
built 2 years ago by Nat. Butane Gas Co. 
Pump, meter, hose, nearly new, all ready to 
go. $1995 for whole rig. Also have twin 
propane delivery truck, 1 year old. Do you 
need ranges, bottles? We have them. Call 
Preston Grace—White River Distributors, 
Phone 570, Batesville, Ark. 


PROPANE DELIVERY TRUCK FOR SALE. 
1250 gallon twin propane truck tank, U69- 
250 lb. wp. with Smith pump, Pittsburgh 
meter, 150’ hose. Tank and all equipment pur- 
chased new in 1950, mounted on 2-ton Chev- 
rolet, 1950 model with 15,000 miles, Algas 
carburetor, priced at $600 under new cost. 
Preston Grace, Phone 570. Batesville. Ark. 





FOR SALE — MISCELLANEOUS 





FOR SALE, SUBJECT TO PRIOR SALE, 
f.o.b. Minneapolis, Minnesota, factory recon- 
ditioned, one 40,000 CFH McKee Cone Type di- 
luter, Cat. No. 18621-7144, diluting valve 325, 
mixture outlet eight inches, delivery pressure 16 
ozs., complete with 7% hp. explosion proof 
Class I, Group D motor, also air filter and 
zero governor. Price $1500. Also one 80B 
Metric iron case meter, 100 psi working 
pressure, capacity 2500 CFH at 2” differential 
at 70% present list price. Write United Petro- 
leum Gas Company, 806 Andrus Bldg., Min- 
neapolis 2, Minn. 


“LEAK DETECTO BRUSH” $38.50 EACH. 
Quantity discounts on request. “‘Detecto Solu- 
tion’? 5-gal. $6.75. 1-gal. $1.75. Visit our 
Booth 829 in Atlantic City Oct. 2-6. Gas 
rag ay Stores, Inc., 706 Harden St., Colum- 
ia, S. C. 
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FOR SALE—BAKER METHANOL PUMPS. 
When a freeze-up occurs, instead of changing 
tank and regulator, take your Baker pump 
and insert 3 cents worth of methanol (avail- 
able anywhere) into the moisture contaminated 
tank and the job is done. A Baker pump will 
pay for itself on several calls. Saves time, 
labor and product. Only pump of its kind on 
the market and hailed by LP-Gas dealers 
throughout the U. S. and Canada as the real 
solution to the moisture problem. Eliminates 
costly driers and gadgets. Many dealers equip 
each truck with a methanol pump. Baker 
pumps carry a one month supply of methanol 
and are hydraulically designed to pump 
methanol into any size cylinder against any 
pressure. Send $39.50 for pump complete with 
fittings to Baker Engineering, Malone, N. Y 


FOR SALE — IMMEDIATE DELIVERY — 
Eureka smokehouse burner assemblies. For 
meat smokehouses using bottled gas. Com- 
pletely automatic. Clean, filtered smoke. Dis- 
tributes heat uniformly. Low gas consumption. 
Automatic temperature and pilot control. Less 
product shrinkage. Easily installed. Write 
for descriptive pamphlet. Eureka Equipment 
Co., P. O. Box 396, Beloit, Wis. 





EQUIPMENT WANTED 





WE DESIRE 1000- to 1500-GALLON PRO- 
pane fill truck tank. We have for exchange 
one 1948 Dalworth 1800-gallon twin tank 
trailer, total 3600 gallons. Key West Gas Co., 
Key West, Fla. 





PROFESSIONAL SERVICES 





INSURANCE: FIRE—THEFT—COLLISION 
—Public liability—property damage—butane- 
propane dealers and distributors. C. O. 
Jones & Son Insurance Agency, Inc. 711 
Bryant Building, Kansas City 6, Missouri. 
Phone Victor 5744. 


BUILDING A BULK PLANT? LET US 
serve you as we have so many others. H. 
Emerson Thomas & Associates, Westfield 
N. J. Telephone 2-2800. 


LET ME INCREASE YOUR PROFITS — 
Floyd F. Campbell, management and sales 
consultant. 1495 I’orest View Drive, St. Louis 
22, Missouri. 





Business Expansion Brings 
Move to New Quarters 
A move necessitated by increased 


business was made recently by A. J. 
Ramroth, LP-Gas dealer in Troy, 


N.- Y. New and larger quarters are 
located at 31 Hoocick St. 
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Sizing Standards ..........cc00 July 


NBPA Pledges Help to Government— 
Charles Grau Is New President... Nov. 
NBPA Selects Cleveland for 1950 Con- 
WOO SE cn eckaswaeesssaawen Mar. 
NBPA Substitutes Three District Meet- 
ings for Regular Annual veer <~ 
et a eee Risen Sines Os ec one 


Natural Gasoline Plants 


Imperial Oil Builds Plant to Process 

Alberta Oil ug. 
Mid-Continent. Joint Processing Plant 
Will Extract LP-Gas from Rich — 


New Company Will Manufacture, Dis- 
tribute LP-Gas in Hawaii........ Oct. 
New Refinery Production Will 
Northeast Dealers, by H. F. — 
CODSCSS SECEDE CED ODES SOS CK OS Ee ept. 
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136 


74 
46 


84 
57 
62 
127 
42 


93 
56 
83 


154 


64 


54 
94 


80 


Obituaries 





Boyd, E. M., Kentucky Dealer, — 


Away in May SPE ae re eae 
Brumder, H. O., “ier samen. Pressed Steel 
Tank, Died an elon. aceiees Feb. 
French, Jerry, ett BOF. 06004 : tt 
Hood, Francis James, President of Ansul 
Chemical Co., Died Suddenly Nov. Ry 
Honsberger, H. A., Suburban ton 
Det im Ampust oases ccsccccecce ept. 
Kapnek, Sam, Pioneer Gasman, Passed 
BWOF AWB. AC .oscccccccccecseves Oct. 
McCord, E. M., El Dorado, Ark., Killed 
in Auto PRRMMARBE dca cs eet 
O’Hagan, J. E., Former Grayson ieee. 
tive, Passes Away auletaee mMeranen Feb. 
Phillips Petroleum Siento, Frank Phil- 
Tihs, DIRE AU: BBs ods sce cccenes Oct 
Schaller, William, California ccs. 
Passes Away Suddenly.......... Oct. 
Tooke, Casper, Propane Dealer, Dies in 
Shreveport, La. ....sccccccescocs July 
Wood, Norman B., Hamilton Manufac- 
turing, Passes Away ........... ov. 
Power 
Baker, of Plainview, Texas, — 
pmeter WIGS 660.0000 6cdsen Aug. 
Bus System in Los Angeles Orders First 
PUD SIND oin50ckcccenscases June 
Canadian Municipal Buses Will Try Pro- 
pane for Fuel, by W. P. Kilfoil..April 
Case Tractors Now Available for ~_ 
With LPsGaew .ccccccccccvccccces 
Century Announces New Model of Dual 
Throat Carburetor ..........-.- April 
Chicago Orders 500 Propane — m4 
Carole D. Lindgren ............ 
Cold Manifolds Available from Wicpon 
eee LET ERT ET TTC CTT 


Conversion Kits Simplify Field Seataliies 
tions Oct. 
Conversions Pay Off Big for Kansas 


DORE. ccd cw cicsdccnsisenine cecun Nov. 
Converting Bus Engines to Burn Butane 
or Propane, by Carl Abell....... July 


Dealers Waking Up to Field for Power 
Installations July 
Factory-Built Engines Help Conversion 
Dealers to Meet ‘Tractor Demands, by 
Oo MOONE. ac pvictcenurencuts April 
Farmers Use Converted Tractors for 
Many Power Applications, by Harry L. 
MEE Sec acccecneeeandeeerne's —_ 
50,000 Watch Tractor Perform..... 
Fire Marshals Endorse LP-Gas Safety by 
aes It in Their _— Cars, by oe 


Ae ae Ap 

How = Win Power “and Influence Eeon- 
omy, by G 

Hughes Carburetion System Enters LP 
Gas Field, by O. ee eae 

Le Roi une to Truck Field with 
EPoGas TENSE «occ ceccciccccces 

LP-Gas—A Better Fuel for Power, w 


C. Le. Parkhill cc ccccccvescseces June 
LP-Gas Filling Station Directory..... P 
PIBDRO occ sccccesctcccveescsees Aug. 


LP-Gas Trailer Units Snipped East for 
Demonstration 


ec cceccece oeeeee AUR 
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Power—Continued Page 
Los Angeles Truck Show Features LP- 

Ge BOUIORE cccccccesecsoes -Aug. 92 
Lower Fuel Prices Spur Wide Shenant 
in Engine Conversion, by — 


MIE. wccuncneu cance aaa waw hice ay 120 
Motor Bus Manufacturer Thinks ed 
PANG Best 2. occcscsccesecccccccs uly 115 
Motor Coach Manufacturers Looking to 
Mire. TO0 POO occ ccccsecccses May 132 
New Carburetor Company Enters LP- 
| rrr ere May 134 


Oklahoma-Texas Dealers See Demonstra- 
tions of LP-Gas Tractors, by O. 


GARR RS Sen x ache aes May 128 
Oregon Distributor Will Feature Engine 
COMVETOIOMB oe ccccccccsssetoces Sept. 130 


Raise Compression Ratio to Raise En- 
gine Efficiency, by Carl Abell...June 96 
Pe ore $11,500 per Year by Using Butane, 


by Harry L. Spooner........... Sept. 120 
Selling Conversions in Midwest Terri- 

toxy. by Carl Abell. .....c000sces Mar. 120 
Should Gas Dealers “Sell Power?” ie 

ere rc Oct. 100 
“Spud-In Guides’”’ Are Made to Simaplity 

Vapor Conversions ............0. July 112 
Technical Men Study Standards for 

Motor Coach Safety ............ Sept. 123 
Texas Transit Company Tries Propane 

fm Four BUGS cccccvcccccesees Sept. 122 
Two Hundred Seventy-nine Milwaukee 

Taxis Will Burn Propane ...... Nov. 106 
Wildeatting with Converted histess. 

WY ZOMG FOOOBN coc cscccsicceces Aug. 94 

Products 

Air Conditioner, Winter, Bryant Heater 

POT rer ee Oct. 126 
Air Conditioner, Winter, Rheem Miz, 

en tatice+es SardaweséUecueee ees July 147 
Air Conditioner, Winter, Norge Heat 

pC re er July 142 


Baseboard Radiant Panels, American 
Radiator & Standard Sanitary Corp. 


USMC e ie Kncaks kine ek Manon ReOHeE July 132 
Boiler, Gas-Fired, Hook & Ackerman 
Siiaht:ciive ik as aisle Cue eR a Dec. 117 
Boiler, Gas-Fired, Bastian-Morley Co. 
athid sabi aale hore da anes eaeaee rae ea July 132 
Boiler, Gas-Fired, A. O. Smith Corp. 
kenctuccccesseumacut cUsederacaaes July 147 
Boiler, Steam, Eclipse Fuel Engr. 
Cavite epawiahiie nus OLeeencenente 112 
Broiler, “genes Detroit- iichigan 
Me GO. cn ads cnesareummsees 122 
Reenter, Fiash- Tube, A. R. Wood Mfg, 
ed pa werisemuascad o mmunyidmauio's ets Dec. 117 


Brooder, Gas, Brower Mfg. Co.....Jan. 122 
Brooder, Gas, Buckeye Incubator Odix.0 


0. 

Caleulator, Water Heater, Everett “x. 
ME. G0 eech aes ceneseoKaeas Jan. 130 

Camp Stove, Hansen Burner —— 


oe Gas Cylinder, Fine Products 
WON GG ig cates ceedcsanee neaee Aug. 122 
Circuit Switch, Rochester Mfg. Co. ‘Feb. 123 


Circulator, Forced Air, Ohio Foundry 
EE, GR. Sods cntccverctensone July 144 
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Products—Continued Page 
Circulator, Radiant, Armstrong Prod- 
WGN CDN aud ca'scckeOnecunecaeks July 133 
Circulator, Vented, Perfection Stove Co. 
SHesavadicigecaceedsesessednauneas ict. 124 
Compound, Sealing, Crane Packing Co. 
CERCSERCA Ke Se N SR bee CeKeeuneaumen ug. 119 
Compound, Sealing, I. H. Grancell.Nov. 125 
Compressor, Ingersoll-Rand Co.....June 122 
Control, Commercial Cooking, Robert- 
shaw Thermostat Div. ......... Sept. 144 
Control, Space Heater, Grayson Controls 
TREE a cedccascaseusdesdscunes July 138 
Controller, Electric, McDonnell & Miller, 
TNR aiduesntcndsncnnceucconeeunes Oct. 130 
Conversion Unit, Chattanooga imple. 
woemt @ TE GA. cccccocssccsas April 122 
Cooler, Evaporative, Dearborn Stove Co. 
ceeCSKkeneaceaceseckonemneaceens May 154 


Counter Equipment, ‘Anetsberger Bros. 


ct. 
Counter Unit, Dickerson Mfg. Co. .Sept. 141 
Coupling, Hose, International Metal 
BoM TO. wescncsscusceucenee cos April 122 
Cylinder Hood Base, Rock Island — 
WONT nccccccdsddenicassavees April 120 
Cylinder, Lightweight, Manchester Weld- 
ing & Fabricating Co.......... April 121 
Detector, Gas, Atlas Exploration Co. 
‘cde cnsdtnavetenecesudeacenentweas Oct. 129 
Detector, Gas, Davis Emergency Equip- 
WE OO vc cencdvéeucckasceedanes Aug. 130 
Drier. Automatic Clothes, 
pS are errr rete Aug. 119 
Drier, Clothes. Temco, Inc......... Aug. 128 
Filling Unit, Cylinder, Weatherhead Co. 


Fittings, Swivel, Rasmussen Mfg. Co. 
Sioa d asin wand Med wee euemeietateaeee May 162 
Flaring Tool, Imperial Brass Mfg. 


Furnace, Floor, American Radiator “e 
Standard Sanitary Corp.. .Mar. 104 
Furnace, Floor, Bryant Heater Div. -July 133 
Furnace, Floor, Coleman Co........ July 135 
Furnace, Floor, Empire Stove Co...Oct. 135 
Furnace, Floor, Lawson Mfg. Co...July 142 
Furnace, Floor, Surface Combustion 
Cn kctdconecddccecstcscnenceud July 148 
Furnace, Forced Air, Coleman Co..Jan. 128 
Furnace, Forced Air, Lennox Furnace 


GOs cecnscencovsccckancatudaugecs Jan. 133 
Furnace, Forced Air, Norman Products 

CG ecctcscutdcncceudecetiaaecies July 144 
Furnace, Gas, Economy Gas Furnace 

WRN CM x. és Caccdeccucsuasdonces Oct. 135 


Furnace, Gas, Perfection Stove Co..July 144 
Furnace, Gas, Security Mfg. Co...July 148 
Furnace, Gas-Fired, Borg-Warner Corp. 

et 


pense die ke Neh heen Caan’ 129 
Furnace, Register, Ward Heater Me 
Pree Ce erreer rr eer rere y 152 
Gauge, Draft, Bacharach Industrial on 
WENGUNOME CO. x cc siccsinccstewases ug. 121 
Generator, Hot Air, Southwest a 
Heating Engineers ............. Mar. 110 
Heat Booster, Ohio Foundry & Mtg. 
pd admndbaccccancnacedands Gees Oct. 130 
Heater, Cabinet, Chattanooga Implement 
Gere CR. «ke Kc dwkec cues ccwavnds Oct. 132 
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Heater, Cone Circulator, United States 
SE SE SA AT July 


Page 


152 


Heater, Duct, Reznor Mfg. Co.....Mar. 105 
Heater, Gas, ‘Adams Bros. Mfg. Co...July 133 
Heater, Gas, Armstrong Products Corp. 
Siaiiands enki ebstessenbieeseneee April 120 
Heater, Gas, Estate Stove Co....... July 136 
Heater, Gas, Stiglitz Furnace & Foundry 
es Per ere Seiabp sal olery Feb. 124 
Heater, Gas, Temco, Inc.......... Mar. 109 
Heater, Panel, Bryant Heater Div..May 154 
Heater, Radiant Gas, Temco, Inc....July 151 
Heater, Radiant - Circulator, Florence 
SR ee eer: May 157 
Heater, Radiant Gas, Temco, Inc...July 151 
Heater, Space, Inland Steel Container 
ah, kath pie as htedackebeswasenees Juiy 141 
Heater, Space, Locke Stove Co.....July 141 
Heater, Stock Tank, Johnson Gas Ap- 
SE nec cb.th60065n0 8.0000 Aug. 122 
Heater, Suspended, Reznor Mfg. Co. ian 147 
Heater, Unit, Reznor Mfg. Co.....Nov. 125 
Heater, Unvented Space, Thermax Mfg. 
SUR ei ceas ne shares eniveene eee e Nov. 123 
Heater, Vented, Dearborn Stove Co. 
aerate nih bso anew sees shee uly 135 
Heater, Wall, Holly Mfg. Co......Nov. 122 
Heating System, South Wind Div., 
Stewart-Warner Corp. ......... Jan. 124 
Heating System, Recessed, Empire Stove 
_ SES uly 136 
Heating Unit, L. J. Mueller Furnace 
RASTER CE reer April 125 
Heating Unit, Zone, Stewart-Warner 
BU SSIES 6 atirer ste watalLRaenis waa ols uly 151 
Hood, Cylinder, Dixie Mfg. Co.....May 148 
Impakdriver, H. K. Porter. Inc.....Dec. 117 
Incinerator, Gas - Fired, Bowser, Ine. 
aS a ee May 151 
oc “een Gas-Heated, Brower Mfg. 
Pape aches o6wSabhksonesae eae ay 158 
Lite “Assembly, Reznor Mfe. Co..... Oct. 135 
Lighter, Desk, Brown & Bigelow..Aug. 124 
Lighter, Pocket, Stratford Pen Corp. 
PAs siaE we BA so isig is Winie Re Sig oinc oOo ae Oct. 130 
Log, Gas, Glo-Fire, Inc............ July 138 
Meter, Truck, Neptune Meter Co...Aug. 118 
Mobile Truck Crane, Pitman Mfg. Na 
PEPE CT eee Te ee Oe 116 
Multivalve Outfit, Bastian-Blessing Co. 
Seas Ea Reais gz. 128 
Multivalve Outfit, Bastian-Blessing Co. 
ER ee ae ee ee May 146 
POL with Seal Ring, Selwyn-Landers 
Mb a bab vee beens ps 0.neka ews -Mar. 104 
Pump, Bulk Station, Byron “Jackson 
kas bce POOR otaeen hae ae wee June 121 
Prmp, Bulk Station, Viking Pump Co. 
Ee ree Oct. 132 
Pump, Centrifugal, Peerless Pump Div. 
Saale ie Ie vette bingo. Wa aitecelaa Sade bieiin AI ct. 125 
Valve, Filler, Bastian-Blessing Co...Oct. 125 
Pump, Hand, D. H. Krug Co...... April 125 
Pump, Hydraulic, Baker’s......... Jan. 124 
Pump, LP-Gas, Corken’s, Inc....... May 160 
Pump, Small Filling, Smith Precision 
eR rE May 157 
Range, Apartment-Size, Perfection Stove 
Gey PO June 120 
Range, Commercial, Detroit - Michigan 
SU MG hn vnohnevbnekiaveseuce ept. 141 
Range, Commercial Fry-Top, Detroit- 
eM: BEOVE oc cc cece vcwvnscccs May 146 
Range, Commercial, Madsen Range Co. 
SON Gu RSs ha ibs. 640 bee cs VE IEE Sept. 142 





Products—Continued 





Range, Commercial, Malleable Steel 
Range Mfg. Co. ...... er Sept. 
Range, Domestic, A-B Stove Div...Sept. 
Range, Domestic, A-B Stove Div., De- 
troit-Michigan Stove Co. ...... Mar 
Range, Domestic, Brown Stove Works, 
MRS sce cccbices +onsiwecs saeacese Sept. 
Range, Domestic, Caloric Stove Gare. 
RR a rE ORS - Sept. 
Domestic, Caloric “Stove Corp. 
o0Ns pn be eben i beac heenenaseraneal May 
Range, Domestic, Chambers Corp.. .Sept. 
Range, Domestic, Detroit-Michigan Stove 
Mh! cee cater ystmincEee cen’ . Sept. 
Range, Domestic, Detroit-Vapor Stove 
EM 5 iced yi piies sone Kak teehee May 
Range, Domestic, Eagle Foundry Co. 
er ee eT ee ept. 
Range, Domestic, Empire Stove Co..Sept. 
Range, Domestic,Empire Stove Co.. 
Range, Domestic, Estate Stove Co...Sept. 
Range, Domestic, Estate Stove Co...Feb. 
acne Domestic, Florence Stove hovg 
Domestic, Hardwick Stove Go 


Range, - 


Range, Domestic, “Perfection | Stove Go 
Range, mayen: ; veeapen " Stove “Co. 


nae Sept. 
Domestic, Premier Stove _ 


Range, Domestic, Prentiss Wabers Prod. 


Range, Domestic, J. Rose & Co... 
Range, Domestic, Tappan Stove Co. 
Domestic, Tappan 


oe’ enennes 


cece eceecene cee ay 


Safety Valve & vias 4 sasess inet 
Controls Co. 


May 
System Guard Box, “Buehler Tank ‘a 

Po a, eee Jan 
— Hydraulic, Marion Metal Prod. 
RUE Sad ckakcs Geer tiaenensed June 
Tar. Dot Outfits, Ransome Co......Jan. 
Tool Kit, Gas Kit Co. 
Torch, LP-Gas, fad 
Torch, “LP-Gas Blow, Mutual "Liquid 

Gas & Equipment Co......... ... Aug. 
Tube Bender, ee Bros., Inc.. ‘tn. 
Valve, Control, L. C. Roney, Inc. Feb. 
Valve, Cylindrical, Minneapolis-Honey- 
well Regulator Co. ............ April 
Valve, Electric Fuel, Cyclone Equip. 
Prey eee rere ter ere ov. 
Salen. ‘Filler, Selwyn-Landers Co...May 
Valves, LP-Gas, Crane Co......... une 
Valve, Safety Relief, L. 
BS, oder cadnecdéaveckesesncacens Aug. 
Valve, Safety Shutoff, North American 
ee ee ree 


ee eececccce ug. 


Otto Bernz Co., Ine. 
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Products—Continued Page 
Vent, Wall Heater, William Wallace 
MR cdcuse cucensenceaur cnn es Ween Dec. 116 
Water Heater, Ruud Mie. Co..... April 120 
Water Heater, O. Smith Corp...Aug. 126 
Water Heater, ys O. Smith Corp...Mar. 105 
Water Heater, Table ba Jud White- 
OS errr er -Aug. 130 
Wrench, Internal Pipe, * Roddick Tool 
i. S6ecnsadeebeante Ukenetecn on’ June 122 
Regulations, Safety 
Alabama LP-Gas Dealers Free of ‘State 
ee ee Kugeseecatene: Oe 
Arkansas Legislation Revised..... Aug. 91 
Inspect Georgia Gas Plants Under New 
eee ee ae Aug. 51 
Kentucky Has New Law a 4 117 
NFPA Approves Pamphlet 58..... 55 
New Edition of Pamphlet 58 Pabiished 
De EE ocak a's vextcesceacoaane Oct. 122 
New NBFU Bulletin Covers Relief Valve 
and Tank Design ........... ict. 98 
New Through Tariffs Published for LP- 
Gas FTRGUOY  onccccccccccccecs Aug. 156 
Relation of Fuel Density to Appliance 
Location, by F. R. Fetherston...May 92 
Two States Adopt LP-Gas Laws. .. Aug. 156 
Use Fuel Permits Required in Oregon 
for LP-Gas Vehicles ........... April 118 
oy Handling of LP-Gases, Part s, a4 
Bere one 63 
WarTime COMtIONS. ..ccccevecccce i 78 


Sales Promotion, Advertising, Demonstrations 


Dealer’s Customer “Dead File’’ Is Source 
of Pre-Christmas Sales, by Gene 
COME sn ciccccciccccucepeeces Dec. 

Demonstrations Best Way to Sales, Says 
Florida Gas Dealer, by Minnette Zz 


bn ETC Ce ee 
Display Appliances to Make Sales, by 
MOM BE ccvicnccaactececcsacens Feb. 
ag Bargain: Demonstrate, by Ss. W. 
RE Oe ey ere June 
Don’t Worry ‘About Competition—Fight 
It, by John W. Kelly ......... Feb. 
Establish Customer Confidence, by Min 

nette Lake Warren ............. 
Farm Papers Will Carry LP-Gas Ad- 
WENO, wcsacevenwackcaduuus ug. 
Features Appliance Sales to Keep “Cash 
Coming In, by Joe Baer......... Oct. 


Flame Symbol Builds Friendship. ..Oct. 
Formula for Success, by Eathel Buzzard 


re er rere er Coe Mar. 
Get New Prospects “Through Old Cus- 
tomers, by Joe Baer ............ 
Goose Gets Good Gallery, by pete tat 
GUNN nécccdescacccceneceeas Sept. 


Live Advertising Ideas Help “Tlinois 
Dealer Build Business, by Harry L. 
MONE vccccceuneucs cenceedsas June 

Never Told a Customer “No”.....Feb. 

s — Round Up, by H. — 

ME ccdccecctnecenecaceucecse 
awe the Electric Range, iy Ed 

Overflow Crowds Attend Two-Day Cook. 
ing School, by H. J. Helmer..... Jan. 

Sales Slants: The Lost Art of Sales- 
manship, by Henri H. Jennings. .Feb. 

——- Can Be Made, by Irene B. 
WHERE cccoedcceccebavtdveccaas Aug. 

ouvien' eT Pays Off, by C. Thomas 


Pee ee weer reese eres eseseee eens . 
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Sales Promotion—Continued Page 
Service, Safety, Sales, by Keith Clev- 


Gee, FemG 2 ccccccccscsscseds Aug. 44 
DA ¢.a0s caedeasdsendtesnnni Sept. 70 
WE. Oh cviectwits vecudecenthnewee Oct. 61 
WEIOLE Ovi cuetncoadaceeuseuaces Nov. 89 
WD. v.cccdevdgtudetucesteceeun Dec. 84 


Stress Economy, Efficiency, Dependabil- 
ity to Sell the Gas Range, by Harold 
BOOP ascccanccussescocsdaswdeus Sept. 64 

“Super Service’ Builds Business on 
Electric Lines, by Harry L. Spooner 


Utilities and Fringe Area Dealers Work 
Together Like Brothers, by H. M. 


OE ncdcccecnscsuncsesapass Jan. 69 
Whipping the Trade-In, by S. W. Ellis 
ghee ees 0beG6e6seCensannaeoenwe Nov. 46 
Service 
How to Figure Pressure Drop in Gas 
Pipelines, by P. E. Gray......... Mar. 42 


Installation and Servicing of Consumer 
Systems, Part 1, by D. W. Fletcher 
Pekdunheecweneenenenenameeeueues April 88 

Installation and Servicing of Consumer 
Systems, Part 2, by D. W. Fletcher 


Reducing Service Problems with Prop- 
erly Installed Regulators, Part 1, by 
Ralph EE. MeeGer .cccccccccccss April 64 

Reducing Service Problems with Prop- 
erly Installed Regulators, Part 2, by 
Ralph BH. Meeder ..csccccccscsss May 96 

Regulator Freeze-Up Woes Whipped, 
by Reader’s Own Alcohol Injector, by 

WE cécccucucucveamexees Jan. 61 

Use of Special Couplings in Town Plant 
Distribution System, by J. H. Wilcox 
bebe ees conenactecedehuareanedess Jan. 137 


Statistics 
(Production, National & State Sales) 
A Glimpse of the Future, by H. R. 
Thomas and W. R. Thorne...... Nov. 61 
Appliance Sales to Soar in 1950, Says 
EUR ccveucuncnundeudanes utes April 133 
Demand for Gas Heating Shows Big In- 
GUD weve dciddvcsucvanaececaeus May 66 
Domestic Sales Gain All Over the World 


Gas Users Increase 57.1% Since 1940 


Milwaukee Consumer Survey = 
Preference for Gas ........+..+- 55 
Natural Gasoline Production in 1949 Up 
7.6% Over 1948 .......... ....-April 130 
Ten-Year Forecast, by A. E. Fone..Jan. 37 
Total LP-Gas Sold is Two-Thirds of 
Natural Gas Volume, by K. W. —_ 


JacideneGcncedeeeeeanbeeereceaven June 66 
Unit Shipments Reach New Levels yo 

5-Month Period éeeahesbensennee Aug. 91 
What Happened in 1949, by K. W. Rugh 

and E. O. Mattocks ............ Feb. 35 


Transportation, Distribution 
Dealer Revamps ts as to Save Time 
and Money, by L. M. Gibbs..... May 72 
Four-Year Management Course Offered 


Pens TI caw cccnccsgevescs June 41 
How tc Plan Deliveries for Greater 
Profit, by Ed Titus .......cccces Mar. 59 
How to Reduce Distribution Costs, by 
Ws CIO ob vscdcatccanwekuaad Nov. 6. 
Warren Pioneers with LP-Gas Barge 
cee lew emedleccesede cue eaetnenee -Oct. 90 
159 











~ ADVERTISERS 


* Adams Bros. Manufacturing Co., Inc. 148 
* American Car & Foundry Co 
* American Liquid Gas Corp 
* American 
* American Pipe & Steel Corp 
* American Radiator & Standard 
Sanitary Corp. 
* Anchor Petroleum Co. 
Anco Manufacturing & Supply Co... 


Bagwell-General Steel Co., Inc..... 
* Bastian-Blessing Co., 
* Beacon Petroleum Co. 6 
* Black, Sivalls & Bryson, Inc...10, 11, 29 
Blodgett Co., Inc., The G. S 107 
Bowser, Inc., Incinerator Div 
Brower Manufacturing Co 
* Brunner Manufacturing Co 
* Buehler Tank & Welding Works.... 
Burnham Corp. 
Butler Manufacturing Co 


Calor Gas 
* Caloric Stove Corp... 
Carter Oil Co., ° 
* Century Gas Equipment Co 
Cities Fuel 
Cities Service Oil Co 
* Columbian Steel Tank Co 
Commercial Shearing & Stamping Co. 
Crane Packing Co 
Cyclone Equipment Corp 


Dallas Tank Co 
Dearborn Stove Co 

* Detroit-Michigan Stove Co 
Dickerson Manufacturing Co 
Dix Manufacturing Co. 

* Downingtown Iron Works, Inc 


Ellis Manifold Co 
Empire Stove Co 
* Ensign Carburetor Co 


* Fisher Governor Co 


* Gas Equipment Co., Ine 
* Gas Equipment Supply Co 
Gas-Kit Co. 
General Controls 
General Gas Light Co. 
Griffiths Co., The E. F 


Harper-Wyman Co. ......... 
* Harrisburg Steel Cor 
Hartwell Co. 
* Heatbath Appliances, Inc 
Heleco Products Corp 
Holly Manufacturing Co. 
International Metal Hose Co. 
J & S Carburetor Co 
Leggitt Co., S. H 
* Linde Air Products Co., The Unit 
of Union Carbide & Carbon Corp. 
* LPG Credit Corp 
LPG Insurance Underwriters 
Lubbock Machine Co., Inc 


* Mallinckrodt Chemical Works 
Master Tank & Welding Co 

* McNamar Boiler & Tank Co 
Minneapolis-Honeywell Regulator Co. 
Mutual Liquid Gas Equipment Co., 


National Committee for LP-Gas 
Promotion, The 
National L-P Gas Institute 
* Neptune Meter C 
* Nordstrom Valve Division 
Norman Products Co 
* North Texts Tank Co 


* Ohio Foundry & Manufacturing Co. 
* O’Keefe & Merritt Co 


Pan-American Casualty Co. 
Panoma Corp. 
* Peerless Manufacturing Corp 
* Philadelphia Valve C 
Phillips & Buttorff Mfg. Co. 
* Phillips Petroleum Co 
Premier Stove Co 
* Prentiss Wabers Products Co. 
* Pressed Steel Tank Co 


* Ransome Co. 
* Reliance Regulator Division 
Revere Copper & Brass Inc 
Reznor Manufacturing Co 
Rheem Manufacturing Co 
Roadmaster Products Co............ — 
* Robertshaw-Fulton Controls Co..... 149 
Rockwell Manufacturing Co 1 
* Roney, Inc., 


Santa Fe Engineering & 
Equipment Co. 
* Scaife Co. 
* Security Manufacturing Co. 
Selwyn-Landers Co. 
Shand & Jurs Co 
Siebring Manufacturing Co. 
Sinclair Oil & Gas Co 
* Smith Corp., A. O. (Gas Tanks)... 
* Smith Corp., A. O. (Water Heaters) 
* Smith Precision Products 
* Sprague Meter Co 
Squibb-Taylor, Inc. 
* Stampings. Inc. ...... 
Sunray Oil Corp. 
Superior Tank & Construction Co.. 
Superior Valve & Fittings Co 


ce Sere errr rere Terrerrr ese 
Thomas Truck & Caster Co 
* Trageser Copper Works, Inc., 
Fourth Cover 
* Union Carbide & Carbon Corp., The 
Linde Air Products Co. Unit 
* United Petroleum Gas Co. 


“Viking PUMP COcecccccccovescsedes 141 


* Warren Petroleum Corp First Cover 
* Weatherhead Co., The 
Weldit, Ine. ..cccwccccccccccccccers 
Wilcolator Co., The. 
William Wallace Co 
Wood Manufacturing Co., A. R..... 
Wood Co., John 


These advertisers carry additional information on their 
products in the 1950 Butane-Propane News Catalog. 
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